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MOTOR OIL RATIOS pulling out of long decline — Special NPN Report . 
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Millions of car owners listen on Saturday afternoons to the .. . 


METROPOLITAN OPERA 


BROADCASTS 


Automobiles and opera go together! 5 Among the millions 
of enthusiastic listeners are many St / regular customers, 
and many new prospects, of Texaco Dealers. cy This is the 
fourteenth consecutive year Iexaco has sponsored these broadcasts 
direct from the Metropolitan Opera stage in New York City. 

It’s an outstanding example of building good will that helps build 


i 


just another of the many ways that we keep Texaco | 


good business for Texaco Dealers everywhere. And it 4 A 
TEXACO 
ar 


Dealers out in front—to keep customers coming in. 


THE TEXAS COMPANY 
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Rubber straw gulps 
five-million-gallon drink 


A typical example of B. F. Goodrich improvement in rubber 


U" costs about $3000 a day to operate 
an ocean-going oil tanker, so every 
minute saved in port is important. 
Those things that look like giant bicy- 
cle tires save not minutes Be hours, 
and hundreds of dollars every time a 
tanker docks. They're big lengths of 
suction hose—turn a wheel and the 
proper size hose dips to the tanker; 
pumps start the suction; 5 million 
gallons are unloaded in 15 hours. 

Fine, except that hose on jobs like 
this used to choke to death at an early 
age. Oil makes rubber swell. And as 
the swelling gradually closed the rub- 
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ber throat, the flow of oil was reduced, 
unloading took hours longer while the 
costly tanker waited. 

That was the story until a few years 
ago. Then B. F. Goodrich engineers 
perfected a special rubber for hose lin- 
ings that’s oil resisting, and so won't 
swell. To make the hose strong enough 
to hold the pressures needed to drive 
oil at high speeds, they imbedded spirals 
of steel wire in the hose body. 

Today, the improved B. F. Goodrich 
hose is at work at scores of docks, 
speeding the delivery of oil and gas, 
and so cutting their cost. 
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B. Ff. Goodrich’s experience in rub- 
ber engineering has Denefited thou- 
sands of B. F. Goodrich customers 
Often, as in this case, BFG already has 
the answer when a problem comes up 
in any field, so no time or money is 
lost. Research never stops at B. F 
Goodrich. To get its latest advantages 
in any rubber products you use, all 
you have to do is see your BFG dis- 
tributor. The B. F. Goodrich Company, 
Dept. M-139, Akron, Ohio. 


B.E Goodrich 
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MORE GALLONS PER TRIP 


is your best 


Investigate every advantage of 
Heil lightweight tanks for every 
liquid transport operation . . . 


Fuel Oil « Gasoline *« Asphalt + Diesel 
Oil + Propane * Anhydrous Ammonia 
* Milk « Whey « Liquid Sugar * Cream 
* Refined Syrups *« Vegetable Oils + 
Animal Fats « Muriatic Acid « Nitric Acid 
* Sulphur Dioxide « Glycerine « Phthalic 
Anhydride +« Aluminum Sulphate «+ 
Hydrogen Peroxide +« Sulphuric Acid 
* Phosphoric Acid « Sludge Acid * Acetic 
Acid * Sodium Hypochlorite + Sodium 
Hydroxide * Formaldehyde «+ Paint « 
Vinegar « Alcohols «+ Anti-Knock 
Compound ¢ Write for details today. 


3037 W. MONTANA STREET ° 





guarantee of MORE PROFITS... 





. 


ER YEAR 


ONUS GALLONS ° 


When you can haul 250 more gallons each trip and make one 
trip per day .. . you can guarantee yourself bonus profits to the 
tune of 100,000 extra gallons of payload per year! 

You can do it with Heil Petroleum Transport Tanks because 
they’re weight-engineered to haul payload instead of metal. The 
6000 gallon Heil tank that hauls 250 bonus gallons weighs 
half-a-ton less than the former 5750 gallon conventional unit. 

In addition, Heil design provides greater structural strength 
throughout the tank, adds extra years of service life to your 
fleet. Low operating costs, exceptionally low maintenance re- 
quirements, easy handling and maximum safety are other Heil 
features that assure profitable operation. 


DEPARTMENT 3724 


MILWAUKEE 1, WISCONSIN 


Factories: Milwaukee, Wis. @ Hillside, N. J. 


Sales Offices: New York, Union, N.J., Washington, D.C., Atlanta, Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle 
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Behind Our Headlines 


NPN has arrived at its 45th birth- 
day—and we don’t mind admitting 
it, as you will have gathered from this 
week’s front cover. 


The reason we don’t mind is that 
we don’t feel old at all. 


On the contrary, now that we’re 45 
we're feeling younger than ever... 
full of vim and vigor . . 
rarin’ to go places. 


. and really 


Past years of service to the petrole- 
um industry are to us only the re- 
minder of the opportunities for greater 
service that lie ahead. 


The industry is big and getting big- 
ger; the problems of management grow 
apace. 


This last is where we see NPN fit- 
ting into the picture; wherein lie our 
own opportunities for growth. 


Because we too want to expand... 
just as much as does the next fellow 

. and the measure of our expansion 
can only be the quality of the help 
we give to oil management in adjust- 
ing its sights to the future. 


So it is that, entering our 46th 
year, we look confidently ahead, not 
back. 


—Herbert A. Yocom 
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ASIATIC PETROLEUM 4 SHELL 


guards every drum with 


TrieSure \ “ton 


CLOSURES 


Shel X-100 Motor Oil and many other brands of lubricants, in 
hundreds of different grades, are shipped by the Asiatic 
Petroleum Corporation to ports all over the free world—and it is 
essential that the perfect uniformity of each product be preserved 
overseas, whether it is shipped to the tropics, to arctic regions 

or through several climatic changes. 


Asiatic Petroleum Corporation solves the problem by equipping 
every drum with Tri-Sure* Closures. The Tri-Sure Seal, Plug and 
Flange maintain their leak-proof feature— prevent losses from 
contamination and evaporation—even when subjected to the severest 
temperature changes. 


Whether you are a large or small user of drums, it will pay you— * The“Tri-Sure” Trademark isa mark 
in the prevention of losses and saving of gallonage in every shipment— _° reliability backed by over 30 years 

. > serving industry. It tells your cus- 
to use Tri-Sure Closures. When you purchase drums, always specify tomers that genuine Tri-Sure Flanges 
“*Tri-Sure Closures’’ on the order. (inserted with genuine Tri-Sure dies), 


Plugs and Seals have been used. 
AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Atomic Battery Outlook—Radio Corp. of America’s 
new atomic battery may some day mean big changes in 
the demand for oil products—but it won’t be soon. Atomic 
Energy Commission and industrial sources say application 
of the new battery to home heating is still “extremely 
remote,” although it “represents a sizable advance.” They 
say that eventually an improved atomic battery may re- 
place the present type car battery. But they doubt atomic 
power will replace gasoline as a power source in cars, 
because of the heavy shielding from atomic radiations that 
would be needed. The RCA battery is a revolutionary de- 
velopment because it converts atomic energy directly into 
electricity. 


Teamsters to Expand—Service station operators prob- 
ably will get increased union organizing pressure from the 
AFL Teamsters union this year. Teamsters President Dave 
Beck says his union is ready with a 1954 organizing drive 
that will contribute $1 million throughout the country on 
a matching basis with joint councils, regional groups and 
trade divisions. Although the $1 million will not be for 
station employe organizing alone, Mr. Beck has called 
stations a key target in the Teamsters’ 1954 expansion 
plans. The union has opened a national organizing office 
in New York and will soon open another in Chicago. 


Oil Heat Apathy—The complacency of many heating 
oil marketers is being cited as an important reason for 
the steam-roller advance of natural gas for home heat. 
Some oil men from all levels of the industry are worried 
about a general Oil attitude that “there’s enough business 
for everyone.” They point out there is no co-ordinated oil 
program to combat the hard-hitting gas promotion attack. 
They think the success of some local oil heat campaigns 
is being offset by the general, nationwide inactivity. 


‘Cartel’ Legislation—The Justice Department may pro- 
pose new legislation to Congress on the applicability of 
antitrust laws to foreign operations of oil companies. The 
issue is now under study by the Attorney General’s National 
(Oppenheim) Committee to study antitrust laws. DJ anti- 
trust Chief Stanley Barnes (Committee co-chairman) says 
a proposal to Congress this session is “possible.” He points 
out this would have to come from Attorney General Brown- 
ell, after receiving the committee’s recommendation. Stand- 
ard Oil Co. (New Jersey) is on record with the committee 
as urging that overseas oil operations be exempt from U.S. 
antitrust laws. 


‘Little-Inch’ Switch? — Texas Eastern Transmission 
Corp. is studying the possibilities in reconverting the “Little 
Inch” pipe line from natural gas to oil products. If the 
company makes the switch, the rest of its gas pipe line 
system would be expanded and modified to maintain pres- 
ent gas capacity. 
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Lube Sales Boost—A major company probably will 
come out later this year with a motor oil blotter test to 
push lube sales at stations. Dealers would demonstrate the 
condition of crankcase oil by dropping some on a blotter 
to show the degree of acidity and contamination. The 
company still has research underway on the project. 


New Co-op Banks—Kansas oil jobbers report that farm 
co-operatives in the state are planning new co-op banks 
for the express purpose of financing farm credit. If co-ops 
are successful in this program, Independent oil marketers 
would be faced with new and sharper competition. The 
plan calls for the co-op oil distributor, as soon as he has 
delivered product, to sell the farmer’s charge ticket to the 
co-op bank at a 6% discount. The oil co-op would have its 
cash immediately, and would have no collection worries. 


Anti-Merger Weapon—The Federal Trade Commission 
has taken off the shelf a 40-year-old law for use in blocking 
mergers it thinks tend to create monopoly. The law is 
Section 5 of the Federal Trade Commission Act of 1914. 
It authorizes FTC to prohibit a company from buying 
competitors. Section 5 has been little used, because at- 
tempts to invoke it in the 1920’s were unsuccessful. But 
FTC is now charging an iron and steel scrap dealer with 
violating Section 5. If the section is upheld by court action, 
FTC’s anti-merger hand will be greatly strengthened. The 
commission has generally used Section 7 of the Clayton 
Act in merger cases. It lets FTC force a company to di- 
vest itself of acquired companies if the purchases can be 
shown to create monopoly. But under Section 7, FTC can- 
not act until a merger has been completed. 


Better Tanker Fleet—The government program to en- 
large the nation’s fleet of modern oil tankers will get a 
boost if Congress passes new bills aimed at encouraging 
the building of new, speedy tankers. A measure now before 
both the Senate and House would let the Navy Secretary 
make 10-year leases for 20 tankers. The vessels would be 
limited to those of at least 25,000-ton deadweight capacity 
and a speed of at least 18 knots. Also the new tankers 
would have to be built in U.S. yards and operated under 
the American Flag. 


Gas Rate Confusion—Quick clarification of the Federal 
Power Commission's jurisdiction over natural gas rates is 
unlikely. Even if the Supreme Court upholds the Appeals 
Court ruling in the Phillips case (giving FPC wide juris- 
diction) the matter probably won't be solved. Legal experts 
doubt the Supreme Court would go beyond the case to 
spell out FPC boundaries. The problem would then be 
dumped back into FPC’s lap. It may be left to Congress 
to pin down which gas gathering and transportation oper- 
ations are within FPC’s jurisdiction and which are not. 


For more Ahead of the News 
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it’s time to talk 
plainly 





about today’s motor oils! 


@ Too many exaggerated claims are 
being made for some of today’s oils. 
As you well know, the result is that 


You men who sell oil can 
clear up a lot of this con- 
* fusion. You know better 
than anyone else that nobody can make a 
superior oil out of an inferior crude. 





Additives are useful, of course. They can do 
many important things. 


BUT ADDITIVES, IN THEMSELVES, 
DO NOT LUBRICATE. 








They can be added to any oil. 
To very good oil. 
To very poor oil. 


The quality of the basic oil is what deter- 
mines the kind of lubrication a motor gets. 


many of your customers are confused 
about what oils are best for their cars. 


That's why we are telling millions of car 
owners in our national advertising this year: 


Today's BEST oils 
start with 
Nature’s BEST crude 


This plain truth—that you can't start with 
an inferior crude and build a superior oil 
—will be understood quickly by all your 
customers. 


That's why it is more important than ever 
to stock and sell a 
brand of Pennsylvania 
Motor Oil. 


And you'll get more 
profit too! 








We are telling the plain truth about today’s motor oils to the millions of motorists who read 





oe 
COPvENgaT (997 © 5 A OT POMMST( FAM GRABE CRNBE On ASSECUIIOR 
TRADE AGE REGISTERED © 5 PATER! Orr ect 


Saturday Evening Post, Collier’s, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - 
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Oil City, Pennsylvania 
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AHEAD OF THE NEWS 





Turnpike Station Plan—The Ohio Turnpike Commis- 
sion reportedly is about ready to set aside two service areas 
on the new Ohio Turnpike as “multiple trading areas”— 
each with more than one station brand—as urged by oil 
men. These would be “guinea pig” areas, with others on 
the toll road given to single-brand operation (as on the 
New Jersey and Pennsylvania turnpikes). It also appears 
certain that Ohio will soon get another turnpike—running 
from Cincinnati to Conneaut, on Lake Erie. The Ohio 
Commission is said to be ready to go ahead with prelimi- 
nary surveys for the highway. 


‘Small Business’ Oil Loans—‘Quite a few” applications 
for loans from oil companies are now in field offices of 
the Small Business Administration. Three have reached the 
administration’s Washington office. These are from: a 
Jacksonville, Fla., oil refiner, asking $50,000; a Wichita, 
Kans., company seeking $100,000 for a small pipe line 
project; and a Winfield, Kans., well service company, ask- 
ing for $75,000. So far, no loans have actually been made 
to oil companies by SBA, but the program is still young. 
An SBA official says oil jobbers and other “small business” 
firms in the oil industry are just as likely to qualify for 
loans as companies in any other industry. 


Boost for Dealers—Two more major oil companies are 
thinking of developing a crew of men in their field sales 
forces to concentrate on merchandising aid to station 
dealers. These men would have no responsibility for sales 
to stations, for acquiring new dealers, for lease terms, or 
for equipment maintenance. The programs would be similar 
to those of some other oil companies, except that one of the 
two majors plans to make its crew TBA specialists only. 


Army Oil Sales—The Army will continue to be a big 
buyer from oil companies in the fiscal year beginning next 
July 1. The Army estimates it will buy $145-150 million 
worth of oil products of all kinds during the year. 


NPN Staff 


Jobber Contracts Study—A committee of Kansas Oil 
Men’s Assn. will make a study of the various types of con- 
tracts Kansas jobbers have with their suppliers. Committee 
goal: To find out which type of contract gives jobbers the 
best buying position—and recommend its use. 


Premium Draws Trade—The importance of high-octane 
gasoline to private brand station operators is being dem- 
onstrated at Martin Oil Service stations in Chicago. Com- 
pany President Harold Martin says the introduction last 
fall of 95-octane premium as an extra grade at two-thirds 
of his Chicago stations has halted a trend toward declining 
gasoline sales. Volume in November had been down 4% 
below 1952. But in December, volume was only 2% below 
the same month in 1952. Martin Oil Service is still 
experimenting with the higher-octane product, for which 
extra pumps were installed at stations. 


Unions More Active—General Counsel Otis Ellis, of 
National Oil Jobbers Council, is warning oil marketers 
(especially jobbers) to keep their eyes on labor unions this 
year. He says labor groups are “certain” to push the or- 
ganizing of Independent marketers’ employes. He suggests, 
“It might be well for all such marketers to start worrying 
about this situation before, rather than after, the fact.” 
Mr. Ellis also is urging oil marketers to study proposed 
changes in the Taft-Hartley Act pointing out it will be 
the subject of hot congressional action. He is offering job- 
ber associations a list of speakers who will be available 
for discussing labor issues. 


Faster Truck Starting—A West Coast oil company has 
begun marketing an improved device for starting engines 
on trucks and heavy duty off-the-road equipment. It con- 
sists of a pressure cartridge, containing an ether base 
starting fluid, connected to a trigger mechanism (on the 
dashboard in trucks). The new product results from con- 
sistent demand for a similar starting fluid the company 
has been selling in gelatine capsules. 
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say goodbye to 7 


* Hydraulic Trouble-Zone 


and all other jack troubles... 


with the ALL-NEW DREDNAUT 2-TON service jack 


Drednaut’s exclusive ALL-NEW release mechanism 
eliminates the Hydraulic Trouble-Zone which so often causes 
service jack failure. This new release does away with H T-Z* 
by eliminating troublesome universal joints, screws and 
gears. Instead, the DREDNAUT release operates with a simple 
cam-and-rocker action, similar to the overhead valve system 
in an engine. To bring down the lifting arm—in any position 
—just give a twist of the knob! 

And that’s only part of the story! The ALL-NEW DREDNAUT 


2-ton Service Jack is the sjmplest, easiest-to-use jack that 
ever did your lifting jobs. Low, rugged body positions 
easily under lowest-slung cars, yet won't ‘hang up,” even 
when dollying cars on uneven floors. This 2-ton lifts the 
load higher for added workspace . . . raises the load faster 
even where handle movement is restricted. 

Let your DREDNAUT Jobber show you all 26 ALL-NEW 
SERVICE FEATURES . . . meet this ALL-NEW DREDNAUT 2-ton 


and say good-bye to H T-Z*! 








MORE for 


MORE Service Life... 


Exclusive, Faster-Acting Rel: Mechanism! 
Simple cam-and-rocker arm action eliminates 
usual hydraulic trouble-zonel 

New Pump with Exclusive Drednovt Drive! 
Extra tough metal cover and new cartridge- 
type wiper keeps dirt out of the pump. 


MORE Lifting Height . . . 


New Higher Lift with New “'Dished” Load 
Rest! Lifts load 241/2 inches. Makes under-the- 
car jobs on new low-slung Is easier. 
"Dished,”” self-leveling, malleable load rest is 
saucer-shaped ond rotatable for faster posi- 
tioning. 











ance eliminates 
pump from domo 










rear bearing-equip: 

















your money with DREDNAUT! 


MORE Floor Clearance... 
Newly-Designed Body! ee floor clear- 


tder (14 inch) chassis 
for greater stability. 


MORE Euse and Speed in Posi- 


tioning + + «New Extra-Long, Extra-Rugged 
Chassis (421/2"')! Lor: front wheels and 

aad quivel wheels for easier 
dollying and free handle operation under cars 
with low overhang. 


Drednaut 





MORE Precise control... 


New Handy Foot Control! Locks handle at 45° 
—maokes it easier to position jack under load. 
Direct-Action Control Closes Release Valve! 
No delicate handle positioning, release valve 
closes when action is started by turning 
handle grip. 

New, Constant Direct-Line Power! Speeds up 
lifting action and eliminates lost motion. 


MORE Safety... 


Safety Valve Assures Greater Service Life! 

Overloads are refused by cut-out valve 
action set of rated capacity, 
protecting all integral working parts. 


—helps protect 









AUTO SPECIALTIES MFG. CO. ST. JOSEPH, MICH. Other Plants Benton Harbor and Hartford, Mich., Windsor, Ont., Canado 
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WASHINGTON 


Antitrust Activity Still a Question 


Whether or not the Eisenhower Ad- 
ministration is fulfilling its pledge on 
antitrust enforcement—no undue har- 
rassment but prosecution of law viola- 
tions—is not too evident from the box 
score on the first full year under At- 
torney General Herbert Brownell. 

As of the Jan. 25 anniversary date, 
the Justice Department filed 29 anti- 
trust cases—18 criminal and 11 civil 
suits. This compares with the 37 suits 
—13 criminal and 24 civil—filed by 
the Justice Department during the last 
year of the Truman regime. 

On the surface, this would show the 
Republicans launching about 22% 
fewer legal actions against business 
than did the Democrats. But, as At- 
torney General Brownell says, statis- 
tics “hardly tell the story.” One very 
significant change, according to his 
antitrust chief, Stanley N. Barnes, is 
that cases filed by the “New” Justice 
Department “are based upon classic 
hardcore antitrust violations.” The 
Department also is making a strong 
effort to eliminate long trials by pre- 
paring a complaint for filing, then 
attempting to get the defendants to 
agree to procedures that will cut down 
trial time. Even Mr. Barnes admits 
this might not work, but it has delayed 
filings so far. The institution of cases 
will depend primarily on how many 
and the type of investigations 
launched. 

Incidentally, the Eisenhower record 
should be further clarified. The 11 
civil suits filed include the “Inter- 
national Oil Cartel” case. Actually, of 
course, the case was initiated during 
the Truman regime as a criminal pro- 
ceeding and toned down to a civil case 
by the Republicans. 


It’s Slow Going 


Deputy PAD Joseph A. LaFortune 
hasn’t been around Washington long 
enough yet to get accustomed to the 
slow and ponderous functioning of 
government machinery. 

When it was decided last fall that 
PAD would be replaced by an Oil and 
Gas Division in the Interior Depart- 
ment, Mr. LaFortune figured it could 
be done by the end of 1953. Bureau- 
scarred veterans warned him, however, 
that even though the transfer looked 
simple, it would take much longer 
than that. So, reluctantly, Mr. La- 
Fortune revised his target date to 
March 1. 

Now it appears virtually certain 
that even this goal will not be achieved 


because there still remains a mountain 
of paper work and innumerable clear- 
ances and conferences before the 
switch can be accomplished. Some ob- 
servers figure the job won't be done 
before April 1—or maybe even a 
month later. 


Filling the Gap 


The appointment of Esso Export’s 
W. W. White as petroleum expert 
under Assistant Secretary of Defense 
Thomas (supply and logistics) prob- 
ably will not sit well with professional 
military officers in the petroleum field. 
The post, or its equivalent, has al- 
ways been held by professional officers 
in the past. 

It was a rotation affair — Navy, 
Army and Air Force normally taking 
turns at the top spot. As a matter of 
fact, it was the Army’s turn this time 
but that service passed it up because 
it was unwilling to name a general or 
to promote a colonel to fill the va- 
cancy. Thus, it fell to the Air Force. 
Mr. White is a reserve AF colonel 
and will soon be recommended for 
temporary brigadier generalship. 


Oil Left Out 


Petroleum wholesalers are being ex- 
cluded from a survey being made by 
the Census Bureau of wholesale trade 
establishments, including such 1953 





operating data as: sales volume, sales- | 


expense rations, sales-receivables ra- 
tios, credit-bad debt loss ratios, and 
notes and accounts receivable at the 
end of the year. 


Delayed Rewards 


Vexing personal problems some- 
times tend to spice up the life of oil 
executives who are sweating out the 
last, dragging days here of PAD. As 
witness the experience of one PAD 
official who tried to reward several of 
his minor but loyal workers with 
Christmas gifts ordered well in ad- 
vance from a New York store. Frantic 
telephone calls and letters before and 
after Christmas brought no satisfying 
results. Finally, about a month after 
the holiday, refund checks and gifts 
started flowing in. And when the 
smoke had cleared the PAD official 
found himself ahead by an extra check 
for several dollars—which he deter- 
minedly pocketed as a lesson for those 
blankety-blanks who can’t run a store 
properly. PS: The store also lost a 
well-heeled customer. 

—NPN Washington Staff 
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To Meet Your Needs... 


YOU'RE RIGHT WITH 
EVER-TITE 


EVER-TITE serviceability 
prevents leaks and spills; re- 
duces loading and delivery 
time 


EVER-TITE “the world’s best 
quick coupling” your 
hose connections fast and sure 
EVER-TITE dependability 
means longer-lasting, trouble- 


EVER-TITES never 


makes 


free service 
fail or jam 
EVER-VITE durability stands 
up under the toughest wear 

EVER-TITE quality is main- 
tained by rigid control of 
construction specifications and 
materials 


AVAILABLE IN SIZES FOR 
EVERY NEED AT LEADING 
DISTRIBUTORS EVERYWHERE 


EVER-TITE 
COUPLING ¢O. 





NPN PRICE AVERAGES* 
Refinery/Terminal 
(¢ per gal.) 
Jan.29, Dec.28, Jan.26, 
1954 1953 


1953 
Gasoline 12.05 12.15 
Kerosine 10.50 10.29 
Distillate 9.15 8.96 
Residual 4.24 4,26 
4 principal 
products 9.19 9.21 
Lube oil 17.14 17.39 
Crude at 


well ($ 
per bbl.) 2.82 


* Weighted average 
princi; markets. 


2.83 


fn) WEEKLY PETROLEUM STATISTICS (arn 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 
pe Ee 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M., 1 week earlier (thous. bbl.) 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) .... 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 


Refinery Output 
Gasoline (thous. bbl.) 
Kerosine (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Residual fuel oil (thous. bbl.) 


Crude Supply 
U. S. crude oil production (thous. bbl. daily) .. . 
Crude oil imports (thous. bbl. daily) . 


pi} MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
Gasoline consumption (million gal.) 

Service station building permits (number) 
Passenger cars—factory shipments (thous.) 
Trucks and buses—factory shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 

* Exclusive of Oklahoma 


Week 
Ended 
Jan. 23 
1954 

167,781 

91,401 
24,034 
47,247 

269,576 


7,018 
599 
87.0 


24,241 
2,753 
10,564 
8,296 


6,195 
496 


Latest Month 


54,481 
11,664 
21.97 


(Nov.) 
(Oct.) 
(Jan. 1) 


4,222* (Oct.) 


334 
396 
98 
2,729 
2,176 
104 


(Nov.) 
(Dec.) 
(Dec.) 
(Nov.) 
(Nov.) 
(Oct.) 


Ended 
Dec. 26 
1953 
156,030 
117,231 
30,251 

49,810 
277,166 


7,011 
670 
88.4 


25,192 
2,505 
9,952 
8,702 


6,158 
457 


Previous Month 


57,163 
11,191 
22.11 
4,252 
450 
362 

77 
4,245 
2,825 
101 


Week 
Ended 
Jan. 24 

1953 
145,879 
85,179 
23,890 
46,918 
267,513 


7,031 
654 
94.9 


23,154 
2,759 
11,121 
8,771 


6,400 
538 
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SUPPLY DEMAND 


HEAVY DUTY 


Gasoline Stocks High—For the sec- 
ond week in a row, the U. S. gaso- 
line inventories in primary storage 
hit a new high. In week ended Jan. 
23 stocks rose 2,230,000 bbl. to a 
record 167,781,000 bbl. API figures 
show withdrawals of kerosine and 
distillate fuel oil soared to the high 
point of the heating season, a total 
of 10,113,000 bbl. Refinery runs 
climbed moderately. Increases were 
reported for output of gasoline and 
distillate fuel oil. Keorsine and resi- 
dual fuel oil declined. z 

ONLY PENNANTS MADE WITH 3 PER 30-FT. SET 

Flows Juggled—While the Louisiana 1-0 ee $] Cn SESS 
Conservation Commission pared the ey Raa A REN 
February allowable by 12,737 b/d, a n- 
the Kansas State Corporation Com- rt ] pow mea = ey nigh d at 
mission upped the Kansas crude oil nants made today—the only pennants backe - y ct 
allowable 10,000 b/d from the Jan- , weather guarantee. Plastic-impregnated cloth in four brilliant 
uary allowable. The Louisiana figure colors—red, white, yellow and blue. Double-sewed to 293-Ib. 


was set at 653,690 b/d and Kansas test rope. Each set is 30-ft. long, with twelve 12” x 18” flags. 
at 325,000 b/d. 


Ready to hang. Made only by Pratt. 


Venezuelan Operations Differ— Fi 
Budget talks of the three largest 
producing companies in Venezuela CATALOG 
disclosed differing production ob- 
jectives for 1954. While Shell will | — : 
expand its operations, Creole and HI INIT ) i 
Mene Grande will hold the line at | 
about 1953 levels. In announcing 201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 
their continued expansion, a Shell 
Official predicted steady moderniza- 
tion of cities would secure an in- 
creasingly substantial market for oil 
as a source of heating and power 
in all parts of the world. Creole will 
continue exploration at the present 
pace and concentrate efforts in areas 
where there are known adequate 
deposits. Mene Grande, a Gulf sub- 
sidiary, is petitioning for new con- 
cessions. 


Send for your free catalog of Pratt's service 
station outdoor display material. Widest selec- 
tion available anywhere. 





















































Esso‘s 1953 Imports Dip—Imports 
of heavy fuel oil by Esso Standard 
and Esso Export were reduced by 
2,300,000 bbl. last year, as com- 
pared with 1952. Domestic heavy 
fuel oil production continued to de- 
cline, reflecting the effect of modern 
processing methods generally aimed 
at increasing yields of higher value 
products from crude. Deficiencies 
wer ade by purchases fro ° ° ° . 
eenuiiiiiel’” ideumia’ ania. A copy of this quick-reading, 8-page booklet is 


Crude oil imports were reported | 4 It contains many facts on the 
down 15%. The current rate is yours for the asking. CONTAINS Y 


below the 1953 average. benefits derived from your business paper and 


California Stocks Up—An increase | tips on how to read more profitably. Write for the 
of more than 25% during 1953 of “ " 
California’s total oil stocks is re- WHY and HOW booklet. 
ported by the Oil Producers Agency 


of Calif. Inventories totaled 123,- 
057,000 bbl. at the year's end. McGraw-Hill Publishing Company, Room 2710, 330 Wes? 


42nd St., New York 36, N. Y. 
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Announcing 
New 
Atlantic 











Premium 


ees 


A brand-new 

















gasoline with 





a brand-new 





name 


PREMIUM 


keeps your car on the go 
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Industry Expansion May Get Tax Relief 


There may be some help on the way for the oil jobber plagued 
by the problem of financing expansion projects on terms he can 


live with. 


The President has reeommended—and Congress appears agree- 
able—that tax write-offs on new equipment and buildings be made 
more flexible so that a taxpayer might take larger deductions in the 


early years of the equipment. 


This would leave more money for 
paying off the cost, and it probably 
will make bankers more willing to 
grant longer loans than heretofore. 

Also, the Small Business Adminis- 
tration has revised its loan policy so 
that jobbers and other marketers are 
eligible. This, too, should help when 
the jobber talks with his banker. 

There are other matters in the 
works, principally in the field of tax 
revisions, which may help eventually, 
although many such changes will be 
postponed for another year or so be- 
cause of Uncle Sam’s own budget 
headaches. 

The tax write-off proposal that 
seems to have the best chance for 
passage is the declining balance meth- 
od, which the taxpayer could use 
instead of the conventional straight 
line write-off plan. 

The way it is now (except for de- 
fense-related projects which qualify 
for the special five-year fast write-off 
plan), the taxpayer deducts the same 
amount each year for the life of the 
equipment or building. 

Under the declining balance pro- 
posal, he would be entitled to larger 
deductions in the first years of the 
equipment than he is now permitted. 
Toward the end of the period, his 
deductions would be smaller than 
under the straight-line plan. 

How It Works—It boils down to 
this: Under the declining balance 
plan, the taxpayer would be able to 
write off about two-thirds of the total 
cost in the first half of the equipment’s 
life. 

Consider this hypothetical case: 

Suppose a jobber has a $10,000 
storage tank installed and he finds 
that under Schedule F of the Internal 
Revenue Service this equipment is 
given a 20-year life. 

Under the present straight-line 
method, he would be permitted to 


deduct 5% each year for 20 years, 
a deduction of $500 annually. 

Under the declining balance meth- 
od, he would be permitted to double 
the percentage, making it 10%. 

The first year, then, he would apply 
the 10% rate to the total cost of $10,- 
000, giving him a tax deduction of 
$1,000 instead of the $500 permitted 
under the straight-line plan. 

In the second year, the “declining” 
part of the declining balance system 
sets in. To figure his deduction for 
the second year, the jobber would 
subtract the first year’s write-off of 
$1,000 from the total cost of the 
storage tank, leaving $9,000. He 
would apply the 10% rate to this 
total. His tax deduction, therefore, 
would be $900 for the second year 
instead of the $500 he would get 
under the straight-line method. 

For the third year, he would sub- 
tract $900 from $9,000 leaving $8,100. 
His tax write-off would be $810. 

For the fourth year, he would sub- 
tract $810 from $8,100 and apply the 
10% rate to the remainder, giving 
his a $729 write-off. 

By the seventh year, his write-off 
would be $531—only $31 more than 
under the straight-line plan. The 
eighth year, the write-off would have 
dropped to $478, and would continue 
to become less than under the con- 
ventional straight-line system. 

By the end of the tenth year, the 
jobber would have written off ap- 
proximately $6,430 under the declin- 
ing balance, compared with $5,000 
under the straight-line system. 

In the second ten years, he would 
have smaller and smaller annual write- 
offs under the declining balance plan 
and would be able to deduct less than 
under the straight-line system. 

Shifting the Load—Over the 20-year 
haul, the two systems come out even 
because the declining-balance method 
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is not meant to be a tax reduction; 
simply a plan to shift the burden of 
tax paying from one end of the equip- 
ment’s life to the other. 

The advantage of the delcining bal- 
ance method, therefore, is this: By 
having a larger write-off at the start, 
you pay smaller taxes, and this leaves 
more money for paying off your loan. 

In the later years, your write-off is 
less so your tax payments are higher. 
But by then you will have repaid your 
loan and thereby would be in a better 
position to take care of the taxes. 

There’s always the possibility, too, 
that taxes might be cut somewhere 
down the line, and, if so, you’d come 
out ahead by having had your largest 
deductions when taxes were highest. 

If the plan goes through—and it 
already has been approved by the 
House Ways and Means Committee— 
it will apply only to new projects. 
Therefore, a jobber would not be able 
to use the system for equipment he 
already has. 

A Way for Jobbers—Otis H. Ellis, 
general counsel, of National Oil Job- 
bers Council, sees a ray of hope in 
the declining balance proposal. 

“The only way the jobber can keep 
pace in the petroleum industry is to 
get a reduction of taxes or get some 
other type of relief (such as the re- 
vised tax plan) which will put him in 
a better position to finance expansion,” 
Mr. Ellis said. 

“As it is now, the jobber doesn’t 
have the capital for such projects as 
building service stations to provide 
more outlets for his products, so he 
falls behind the major companies. 

“If the jobber goes to a bank, he 
can’t get a long-term loan. Mostly, the 
loan will be for three to five years. He 
needs one for 10 or 15 years for con- 
struction of such things as service sta- 
tions.” 

Mr. Ellis feels that unless the jobber 
gets some break in this matter, he'll 
be forced more and more to some 
form of “lease back” arrangement 
with his supplier. Such procedures, he 
believes, tend to tie the jobber closer 
and closer to the supplier, and thus 
reduce the jobber’s independence and 
his opportunities. 

So, if the jobber is able to show his 
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banker he will be in an improved posi- 
tion to repay a loan under the pro- 
posed declining balance tax plan, he 
may be able to get a loan more easily. 
And he may be able to get it for a 
longer term or at a lower rate of in- 
terest. 

SBA May Help—lIf the banker 
doesn’t see it that way, the jobber may 
try another door which was opened to 
him recently—the Small Business Ad- 
ministration’s loan program. 

Until last fall, the loans were re- 
stricted to “defense supporting” proj- 
ects, and only in rare instances could 
a jobber qualify. 

SBA changed the policy, however, 
and now will accept applications from 
anyone who has a reasonable sound 
business proposition and who, for one 
reason or another, isn’t able to raise 
the money he needs through regular 
channels. 

If the jobber goes to an SBA office 
to talk over his problem, he will find 
that the finance counselor will first try 
to arrange for local financing. If that 
fails, and the-jobber has “sold” his 
plan to the SBA man, the counselor 
will try to work out a participating 
loan in which a bank will carry part 
of the loan and the government the re- 
mainder. If this cannot be done, the 
counselor may then recommend a 
straight government loan. 

The minimum interest rate on a 
bank-government participation loan is 
5%. For straight government loans, 
the rate is 6%. ( 


Some jobbers feel that those interest 
rates are too high, and therefore take 
the shine off this type of financing. 

It Takes Time—tThere’s another 
drawback, too. SBA is a government 
agency, which means that getting a 
loan is going to be a slow and tedious 
matter at best, even though SBA says 
it will do all it can to speed things up. 

SBA currently has $55 million in its 
loan fund. It figures it will make about 
350 loans for the 1954 fiscal year and 
700 more in the next one. It’s plain, 
therefore, that there will not be a flock 
of loans to jobbers. 

But the SBA loan program in gen- 
eral may loosen up some loan money. 
And every little bit helps. 

The Administration has other pro- 
posals, including a 25-point program 
on taxes, which may affect the jobber 
and others in the oil industry. 

Principal points concerning the oil 
industry, in addition to the tax write- 
off plan, include the following: 

1. Beginning in the fall of 1955, ad- 
vance corporation tax payments should 
be made in September and December 
before the end of the taxable year, 
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beginning at 5% and rising to 25% in 
1959 and later years. 

2. Greater discretion should be per- 
mitted in establishing pension and 
profit-sharing plans. 

3. Double taxation should be elim- 
inated completely on the first 100 
($50 in 1954) of dividends received 
during the year, and all above $100 
should be relieved by 5% credit in 
1954, 19% in 1955 and 15% from 
1956 on. This was described as “a 
start” in the removal of this double 
taxation. 

4. Option should be given to tax- 
payers to capitalize or write off re- 
search and development expenses cur- 
rently. 

5. Loss carryback should be ex- 


TRENDS 


Secondary Stocks 


Secondary inventories of the 
four major fuels dropped 5% 
below the previous month at the 
end of November 1953. 


This ends the seasonal buildup that 
started last May, says the Commerce 
Department. Stocks on November 30 
were even below inventories of a year 
ago—by 2%. 

Residuals were the only products 
with stocks higher than a year ago. 

And comparing November stocks 
with a month ago, only gasoline had a 
higher total inventory. 


tended for two years; carryforward 
should be continued for five years. 

6. Prepaid income should be taxed 
as earned; reductions for reserves for 
known future expenses should be per- 
mitted. 

7. U.S. overseas investments should 
not be penalized. Income from foreign 
subsidiaries or from segregated foreign 
branches electing to be taxed as sub- 
sidiaries, should be taxed at a rate 
14% below the regular corporate rate, 
beginning with earnings after Jan. 1, 
1954; definition of foreign taxes cred- 
ited against U.S. income tax should 
be broadened; over-all limitation on 
foreign tax credits should be removed; 
it should be possible to pass on to 
stockholders credit for foreign taxes. 


Drop 5% 


Distillate fuel inventories totaled 
21,300,000 bbl., down 6% from the 
previous month, and down 2% below 
year ago stocks. 

As of Oct. 31, 1953, secondary 
storage capacity in Petroleum Admin- 
istration for Defense Districts 1, 2, 3, 
and 4 totaled 85,200,000 bbI., of which 
approximately 63% was filled. 

Total storage capacity throughout 
the country was being used as fol- 
lows: 30,800,000 bbl. for gasoline; 
12,900,000 bbl. for kerosine; 30,700,- 
000 bbl. for distillates, and 10,800,000 
for residual fuels. 


Census Report on Secondary Stocks, Storage Capacity 


(Figures in thousands of bbl.) 


PAD 1 


Total 
Gasoline 
Kerosine 
Distillate 
Residual 


PAD 2 
Total 
Gasoline 
Kerosine 
Distillate 
Residual 
PAD 3 
Total 
Gasoline 
Kerosine 
Distillate 
Residual 
PAD 4 
Total 
Gasoline 
Kerosine 
Distillate 
Residual 


Nov. 30, 


Bulk Storage 
Capacity 
Oct. 31, 1953 


38,319 
8,997 
5,214 

16,786 
7,322 


Oct. 31, 
1953 


27,038 
5,039 
3,536 

13,055 
5,408 


Nov. 30, 
1952 


25,464 
5,875 
3,349 

12,049 
4,191 


1953 


24,666 
5,164 
3,157 

11,819 
4,526 


19,727 20,312 
8,202 8,068 
3,444 3,569 
6,579 6,953 
1,502 1,722 


20,157 
7,807 
3,664 
6,795 
1,891 


36,187 
15,854 
6,199 
11,445 
2,689 


4,089 4,581 4,711 8,013 
2,526 4,321 

678 1,258 
1,177 1,617 


330 817 


1,422 2,721 

949 915 830 1,624 
87 87 93 185 
504 513 493 897 
10 10 6 15 
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Oil Truckers Hurt by Ohio Axle Tax 


Ohio’s axle-mile tax is proving to be the terrific financial head- 
ache the oil and trucking industries had predicted. 


Oil trucks are being taxed at $3 to $30 per truck per week. 


Ohio’s reciprocity 
or have been cancelled y- 


ents with 16 states face cancellation, 


This is causing interstate haulers to pay another $2 to $5 per 
truck per week. Yet, the Ohio axle-mile tax is producing less than 


half the revenue forecast. 


One Ohio marketer estimates the 
tax will cost his company about $220,- 
000 this year. Of this, the company on 
Jan. 20 paid its first quarter axle-mile 
tax of almost $50,000. 

The company also is paying an in- 
creased rate to its contract haulers, 
totaling about $20,000 a year. The rate 
of the hauler in this instance went up 
1.25¢ per mile on dry cargo (TBA, 
batteries, grease in cans). 

In addition, the 1¢ per gal. increase 
in gasoline tax puts another $40,000 
per year in the tax column. 

Enforcement of reciprocity cancel- 
lation by a neighboring state will add 
another $4,000 per year to the cost. 
So, by the end of 1954 this marketer 
may have paid out better than a quar- 
ter of a million dollars in new taxes. 

For a marketer with 10 transports, 
the Ohio axle-mile tax can mean an 
added cost of $270 per week, or more 
than $14,000 per year. 

Truck operators in other categories 
of hauling report that in some in- 
stances the tax will amount to more 
than they made last year. One fleet 
operator, Carl Humes, Humes Trans- 
fer Co., Steubenville, Ohio, reports the 
tax will cost more than his company’s 
net profit in 1953. 

Revenue Lagging—Despite the im- 
pact of the tax on the individual op- 
erator, to date the first quarter pay- 
ments total only about $2.5 million, 
as against an estimated first quarter 
take of $5 million. Of the $2.5 mil- 
lion, a good percentage will not be 
kept by the state, but will have to be 
returned to operators as a rebate. 

One hauler in Ohio, for example, 
has 22 trucks. Of the 22, only two 
are equipped with tandem axle. Yet, 
under the Ohio law, the operator must 
figure his tax payment on the highest 
rate applicable to his fleet. So, in this 
case, he will demand a rebate on 20 
trucks for the difference between the 
tandem axle rate (2¢ per mile) and 
the lower rate (1¢ per mile). 

Just how much the state will keep 
is a controversial point. But the con- 
census is that of the first quarter’s tax 


take, less than $2 million will stay in 
the state coffers. 

Oil industry spokesmen in Ohio 
point out that when the tax was first 
proposed, Governor Lausche was told 
the revenue would amount to only 
aout $10 million a year, not the $20 
million estimated by proponents. The 
state was also warned that failure of 
the law to grant exemption to out-of- 
state trucks would result in retaliatory 
measures by other states. 

Kentucky and Tennessee already 
have cancelled their reciprocity agree- 
ments with Ohio. In Kentucky, Ohio 
trucks must pay fees ranging from $22 
to $300 per truck per year, the rate 
depending on size of the truck and 
whether it is a for-hire vehicle or a 
private carrier. 

Whether all 16 states who threaten 
retaliatory action by cancelling reci- 
procity agreements or by imposing a 
weight-distance tax of their own will 
follow through is unsettled at the 
moment. 

Attempts to straighten out differ- 
ences at the recent Atlanta Governor's 
Conference failed. Now the subject is 
on the agenda for the next conference 
this spring. 

nal Probe—Meanwhile, 
in Congress Rep. Ayres (R., Ohio) 
started the ball rolling for an investi- 
gation of the axle-mile tax and its 
effect on interstate commerce. He 
warned, in submitting his proposal, 
that breakdown of the nation’s inter- 
state trucking industry will result if 
reciprocal agreements are wiped out 
between states. 

In some quarters it is even feared 
that some states may go so far as to 
cancel reciprocity pacts covering pas- 
senger cars, so that drivers going from 
one state to another would be required 
to purchase a license plate in each 
state outside his own. 

An earlier product of the Ohio axle- 
mile tax was a threatened strike of 40,- 
000 truck drivers designed to seal off 
all Ohio highways. The controversy 
involved principally some 3,500 driver- 
owners who reported they were going 
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to have to pay the tax themselves, that 
the companies leasing the trucks re- 
fused to absorb the levy. After weeks 
of negotiations, the lessors agreed to 
pay the tax, pending settlement of the 
Cincinnati Federal Court litigation 
questioning validity of the whole tax 
law. 

Rebate System Pinches—Truck op- 
erators, oil and other, contend the law 
imposes a tremendous bookkeeping 
task on them and is costly in other 
ways than mere payment of the tax. 
The rebate provision, they say, in- 
volves “a lot of red tape” and may 
encourage “a lot of chiseling.” 

The rebate provision works like this: 

A trucker pays the tax for all his 
vehicles at the rate for the biggest 
truck he operates. Then he tells the 
state what percentage of his equipment 
was in each axle classification and files 
for a rebate. 

For example, if a trucker has one 
three-axle truck and five two-axle 
trucks, he pays his tax on all six at 
the three-axle rate. Then, at the end 
of the year, he asks for a refund for 
five, the rebate being the difference 
between 2¢ a mile and 2.5¢. 

This means a lot of work for the 
trucker and keeps the state in the dark 
on just how much it has coming in 
each year. Also—and this is one of 
the principal objections to the rebate 
set-up—since the request for a rebate 
must come at the end of the year, the 
trucker has tied up a lot of money 
which he could use for expansion, and 
operations in general. Now the state 
holds the money for at least a year. 

It is believed the state will hold the 
money longer, for while the rebate 
may be filed at the end of the year, 
no one has yet ventured a guess as to 
how long it will take state officials to 
process rebate claims. 


... in brief 


Barge Movements Off—Barge trans- 
portation of oil and oil products in 
1952 dropped below 1951 for most 
classifications. The annual report on 
U. S. waterborne commerce by the 
Army Board of Engineers shows (in 
thousands of short tons): 

Crude oil cargoes dropped from 
111,164 in 1951 to 74,812 in 1952; 
motor fuel and gasoline cargoes from 
76,431 in 1951 to 75,866 in 1952; 
residual fuel oil and bunker oil from 
62,893 to 38,598. Gas oil and distil- 
late fuel increased from 60,785 to 
61,550. 
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JOBBER RELATIONS 


Socony Pushes Jobber Teamwork 


Socony- Vacuum will spend 
more money this year trying to 
learn how to do a better job of 
oil marketing in both direct and 
indirect sales. 


The reason: Changing condi- 
tions are leaving less and less 
room for guess work in the dis- 
tribution and sale of oil products. 


Paul V. Keyser, Jr., domestic mar- 
keting manager, told the Northwest 
Petroleum Assn. the other day about 
this phase of Socony’s marketing re- 
search as a springboard for urging that 
jobbers and suppliers improve their 
communication with each other. 

A greater exchange of ideas and in- 
formation will be to their mutual ad- 
vantage, he said, because: 

First, there is a direct relationship 
between the degree of teamwork 
achieved between supplier and jobber, 
and the cost of operations for both. 

Second, with the intense competi- 
tion in the oil industry today, no one 
can afford to pass up any opportunity 
to learn ways to reduce costs of oper- 
ation or to do a better job of selling. 

Sharing Information—Mr. Keyser 
declared that whatever Socony-Vac- 
uum learns about ways of doing a 
better job of oil marketing it wants to 
share with its jobbers. At a time when 
competition is getting keener, he said, 
this takes on added importance, par- 
ticularly as a matter of good business 
for a company which depends on job- 
bers for 40% of its sales. 

“The extent to which this can be 
done depends in part on our knowing 
what problems our jobbers have, and 
their knowing what we have to offer,” 
Mr. Keyser pointed out. 

Socony-Vacuum jobbers, he said, 
develop many good things which the 


company is picking up to use itself 
and to pass on to its other jobbers. 
Among the methods and links which 
make effective communications, Mr. 
Keyser cited the salesman’s call; the 
field manager, district and division; 
meetings between a supplier and 
groups of his jobbers; contacts be- 
tween jobbers and sales specialists; and 
mail pieces, such as operating bulle- 
tins, promotion materials, and letters. 


WaN1@) 


Union Steps Up Efforts 
To Organize Stations 


A big union drive to organize service 
station operators and their employees 
in the northeastern part of the U. S. 
was kicked off Jan. 31 at a Pittsburgh 
meeting of Teamsters (AFL) and deal- 
ers of Allegheny County, Pa. 

Organizing efforts of the last few 
months in Philadelphia are said to 
have been the initial maneuver in the 
over-all nationwide campaign. But 
now an “intensive campaign” among 
dealers and attendants has been started 
in 15 northeastern states and the Dis- 
trict of Columbia by the Automotive 
Trades Division of the Eastern Con- 
ference of Teamsters. Chairman of 
this division is also president of the 
Pittsburgh local that met with dealers 
Sunday. 

A union source reports the Pitts- 
burgh meeting was called in answer to 
a request by certain dealers who asked 
to be organized as a result of a recent 
price war. 

Another group, the Associated Re- 
tail Gasoline Dealers of Allegheny 
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PUMPS & METERS 


CUSTOM-MADE pumps and meters, that serve you best 
because they are individually machined to exacting tol- 
erances...individually inspected for workmanship and 
materials...and individually tested for faultless oper- 

ation and accuracy. Buy GRANCO—for accuracy, depend- 
ability and long life. 


Write for Catalog 


County, at the last minute also sent 
representatives to the meeting and 
it is now planning to appoint a com- 
mittee to study the advisability of 
signing the organization with the union 
en masse. 

However, the Pitsburgh local 
(Teamsters of Petroleum Industry, 
Local 273) is not waiting for action 
on the part of the Associated Dealers. 

It is going ahead with organizing 
plans, and a union spokesman says 
it is already signing up “quite a few” 
non-association dealers. The union 
promised to help dealers get business 
by posting a sign identifying their sta- 
tions as “union” stations, and by list- 
ing them in the union newspaper. 


OVERSEAS 


Brownell Clears Combine 


To Purchase Iranian Oil 


Attorney General Herbert Brownell 
has given limited antitrust immunity 
to five U. S. oil companies for partici- 
pation in an international combine to 
market Iranian oil. 

Clearance reportedly has been given 
to Standard Oil Co. (New Jersey), 
Socony-Vacuum Oil Co., Gulf Oil 
Corp., The Texas Co., and Standard 
Oil of California. The companies were 
cleared at National Security Council 
direction after they had been chosen 
by aAnglo-Iranian Oil Co., to aid in 
solving the Iranian problem. 

The companies now can combine 
to purchase production from Iranian 
fields or refineries. Beyond that point 
there would be no immunity. Accord- 
ing to a new British suggestion, the 
U.S. companies would market 50% 
of Iran’s output, British companies, 
45% and the Iranian company, 5%. 
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This snap-on tag boosts T.B.A. profits 


This Safety Check snap-on tag gives your your dealers because they want Safety Check 
dealers the ideal opportunity to sell Westing- Service. Write today for information how to 
house Auto Bulbs and other T.B.A. items. It get your supply of Westinghouse Display Kits 
tells motorists that they endeaver to check to make your dealers Safety Check Head- 
tires, batteries, lights, brakes, and wiper blades quarters in their neighborhoods Bs 


. and give 
on all cars left for service. Motorists will 70 to them an edge over competition. 


. SAFETY CHECK SELLS 

é WESTINGHOUSE 

AUTO BULBS AND 

OTHER T.B.A. ITEMS 
Large plastic Protective @® 


Seat Covers are avail- 
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STUDIO ONE” salesman or write: ey 
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Kit contains: W eatherproof Scotch- Te = 
lite sign, auto bulb guide chart, 
Safety Check Certificate...plus order 
form for: Safety Check Emblems, 
direct mail campaign, snap-on tags, 
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IMPORTS 


Randall Report Blow to Oil Imports Foes 


Proponents of new curbs on oil imports have received a setback 
from the newly issued report of the Foreign Economic Policy 


(Randall) Commission. 


The report appears to have shoved closer together Republican 
and Democratic party views on international trade. 


But if the Eisenhower Administration marches to Capitol Hill 


with proposed | 


of the session. 


The report made no specific mention 
of petroleum imports. But there was 
no mistaking the majority attitude of 
the 17-member commission headed 
by steel magnate Clarence Randall. It 
favors basically the same liberal-trade 
philosophy that was a hallmark of 
past Democratic administrations. 

The Commission staff this week is 
preparing a “staff paper” on petro- 
leum. It will not have the same status 
as the report itself, which carried 
various recommendations for legisla- 
tive and administrative improvements 
in trade policy. But it probably will 
define more clearly the Commission’s 
apparent feeling that petroleum im- 
ports, to some extent at least, are nec- 
essary and desirable in the national 
welfare. 

At the moment, various federal 
agencies concerned are drafting into 
legislative form the Commission’s find- 
ings. The White House will co-ordi- 
nate the work. Eventually, President 
Eisenhower will submit these sug- 
gestions to Congress. 


Touching on Oil—The report's con- 
clusions that tied in most closely with 
petroleum included: 

—*Tariffs or other import restric- 
tions On raw materials should be de- 
termined on economic grounds”—not 
by military considerations. 

—To develop foreign sources of 
raw materials, government should 
“follow policies favorable toward pri- 
vate investment abroad” and to advo- 
cate that other nations follow policies 
“hospitable” to this kind of investment. 

—U:.S. tariff policies “toward the 
needed materials should be such as to 
offer them reasonably easy access to 
the U.S. market.” 


Antitrust View—Discussing foreign 
investment, the commission came to 
this conclusion: 

“U.S. antitrust policies should be re- 
stated in a manner which would clearly 
acknowledge the right of each country 
to regulate trade within its own bor- 
ders. At the same time it should be 
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tion incorporati 
in full, it will walk right into one of 


the report’s recommendations 
e biggest congressional scraps 


made clear that foreign laws or estab- 
lished business practices which encour- 
age restrictive price, production or 
marketing arrangements will limit the 
willingness of U.S. businessmen to in- 
vest abroad and will reduce the bene- 
fits of investment from abroad to the 
economies of the host countries. 


This recommendation apparently 
parallels the suggestion recently made 
by Standard Oil Co. (New Jersey) to 
the Attorney General’s National (Op- 
penheim) Committee on antitrust law. 


The Rebuttal—These viewpoints 
were countered vigorously by two 
commission members—Clarence Reed 
(R., N.Y.) of the House Ways and 
Means Committee and Representative 
Simpson (R., Pa.), a member of the 
committee who led the House battle 
last year to impose quotas on oil im- 
ports. A third commission member, 
Chairman Millikin (R., Colo.) of the 
Senate Finance Committee declined to 
commit himself to the miajority’s 
opinion on key points. All three will 
play dominant roles in passage of 
trade legislation. 


Mr. Reed and Mr. Simpson wrote 
a dissent in which they flayed the com- 
mission for not doing a complete job, 
not obeying the mandates of Congress 
and, generally, rushing through a re- 
port aimed at bolstering the arguments 
for liberalized trade. The two sug- 
gested, instead, a short extension of the 
Reciprocal Trade Agreement Act and 
freezing of tariff rates until the Tariff 
Commission can recommend and Con- 
gress can enact a new tariff structure. 


There probably is a strong senti- 
ment on both sides among Republi- 
cans against any knock-down, drag- 
out fight over trade this session. It 
could split the party badly just before 
the November elections. On the other 
hand, postponement of the fight might 
prove difficult. 

The Reciprocal Trade Agreements 
Act expires June 12, 1954. If all hands 
could agree to a simple extension of 
the act for a short time without trying 


to effect any changes, there would be 
no Congressional battle. But the Ad- 
ministration is pretty well committed 
to back up the Commission majority 
with an effort for legislation. 


With the help of the Democrats, it 
might accomplish most of the pro- 
gram, but the floors of both houses 
probably will be covered with political 
blood. 


Residual Is Target—There will be a 
more determined effort, even than last 
session, for quotas on oil imports, par- 
ticularly on heavy residual fuel oil 
from Venezuela. Proponents of this 
action generally have been disap- 
pointed over the failure of the Randall 
report to offer a solution for imports. 
If the forthcoming staff paper does 
favor a high rate of imports, this dis- 
appointment probably will turn into 
rancor. 

General Counsel Russell B. Brown 
of Independent Petroleum Assn. of 
America indicated he felt the com- 
mission had let the domestic producers 
down. He said the group’s executive 
committee had been “encouraged” at 
its last meeting because it felt the com- 
mission would come up with an an- 
swer, short of legislation. 

Since it did not, he said the com- 
mittee would have to meet again soon, 
analyze the report and chart future 
moves in the light of it. 


Varying Views—lIn other quarters, 
there was this reaction to report: 

John S. Coleman, chairman, Com- 
mittee for a National Trade Policy 
(which is interested in promoting freer 
trade) noted that his group advocated 
proposals which “go beyond” the com- 
mission recommendations but that the 
report holds up “the immediate ob- 
jective for which public support should 
be assured.” 

Tom Pickett, executive vice presi- 
dent, National Coal Assn., disagreed 
strongly with the tone of the report 
and said his group would continue 
pushing for legislation “that will give 
us some assistance against the ruinous 
damage of excessive imports.” He said 
there is “a strong probability” that 
Congress will have to consider the 
trade matter this season and that his 
association will fight for oil import 
quotas. 

Mr. Pickett said the commission ap- 
parently was in full agreement on only 
one finding, that “further reductions 
of trade barriers would put thousands 
of Americans out of work.” 
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NO 
| Balauce Master 


LOADERS 


Wheaton 


- Check These Power Balance 
Operating Features — 


© Automatic counter- 
balancing of various 
loads te any desired | 
upswung position. a4 
® Automatic counter- 
balancing in normal | 
leading positions. 


bd u e means S “CONT 
increasing power me SNUBBER ~ NTROLLED 


® Ease in handling and ; IN 1948, the first petroleum 
operation. handling spring-balanced loader 
was introduced by Wheaton. This was 
* Comper dsion ber the first step in development of more compact means for 
counterbalancing loading arms. Various styles and sizes of 
loaders have been furnished to suit customer’s requirements 
with each variation presenting problems due to length, 
TYPE height, weight, etc. These problems indicated the need for 
a more efficient counterbalancing device of greater adapta- 
tion. In developing these new BALANCE MASTER Load- 
ing Assemblies, extensive testing has resulted in exceptional 

Specify WHEAT ON operating advantages. 


ua ee Superi on Built for maximum flow and easy operation! 


Designed with a minimum of streamlined fittings, new BALANCE 
MASTER LOADERS assure maximum flow. Epecially designed swing 
joints afford exceptional flexibility for ease in operation. Shockless, 
leak proof control of fluid flow is afforded by the balanced pressure 
principal featured in Types 600 and 601 Loading Valves. 


WHEATON FAUCETS * VALVES » JOINTS 


COUPLINGS 
BRASS WORKS LOADING ASSEMBLIES 


UNION, NEW JERSEY—DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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Pennsylvania Oil Fights Back 


The Pennsylvania Grade Crude 
Oil Assn. is launching an aggres- 
sive magazine advertising cam- 
paign to capture a larger share 
of the market for Pennsylvania 
grade motor oil during 1954. 


Their advertising will attempt, 
in part, to combat claims of mar- 
keters of highly additive motor 
oils that the best motor oils “are 
made not born.” 


Theme of the $250,000 advertising 
campaign will be “Today’s best oils 
start with nature’s best crude.” 

Pennsylvania oil advertisements will 
point out that additives can be added 
to any oil—very good oil or very poor 
oil. The quality of the basic oil, says 
the advertising, is what determines the 
kind of lubrication the motor gets be- 
cause additives in themselves do not 
lubricate. 

Inventories Are Up—The Pennsyl- 
vania Grade association thinks a sales 


push is needed at this time because 
Pennsylvania oil is experiencing an 
upward trend in inventory. At the end 
of November 1953, stocks of Pennsyl- 
vania grade crude were 2,314,000 bbl., 
an increase of 585,000 bbl. over stocks 
a year earlier. Stocks of lubricating oils 
made from Pennsylvania grade crude 
showed a similar pattern. 

One explanation is that exports of 
Pennsylvania oil have dropped off be- 
cause foreign countries are refining 
their own motor oils in refineries put 
in operation with Marshall Plan funds. 

1954 Campaign—To promote the 
domestic use of Pennsylvania motor 
oil, the Pennsylvania Grade Crude Oil 
Assn. has scheduled a total of 87 mag- 
azine advertisements for publication 
during 1954. Media used will include: 
The Saturday Evening Post, Time, 
Newsweek, Collier's, Holiday, Country 
Gentleman, Progressive Farmer, and 
Successful Farming. Additional adver- 
tising will appear in media serving the 


automotive, oil and export markets. 

Direct mail advertising will also be 
sent to key oil buyers throughout the 
country. 


Harper, New Chairman 
of API Jobber Group 


John Harper, head of Harper Oil 
Co., Long Island City, N.Y., has been 
named 1954 chairman of the Jobber 
Advisory Committee in the American 
Petroleum Institute’s Division of Mar- 
keting. 

Mr. Harper succeeds James Dwyer 
of the Sinclair Oil Co. 

In addition, the API has appointed 
R. Cubicciotti, of L. Sonneborn Sons, 
New York, head of the Lubrication 
Committee, and named Charles Z. 
Hardwick, Ohio Oil Co., chairman of 
the Service Station Advisory Com- 
mittee. 

The Division has also reappointed 
Otis Ellis, National Oil Jobbers Coun- 
cil, as legal counsellor for the jobber 
committee and named Robert Scholl 
of Esso Standard to replace Oscar 
Dorwin, The Texas Co., as counsellor. 
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Yes Sir! 


Motorists prefer 


Champlin Heavy 


SotTe i . 


Duty HI-V-I mo- 

tor oil because 

its dependable film of protection results in 
better engine performance for them! This is 
what they want...and get...with Heavy-Duty 
HI-V-I Mil-O-2104 grade motor oil! 





Complete warehouse stocks of HI-V-I motor oii uvailable 
at: Enid, Oklahoma City, Okla; Superior, 
Island, Nebr; Hutchinson, Kans; Mason City, Rock Rap- 
ids, lowa; Denver, Colo; Amarillo, Texas. 
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Motor Oil Ratios at Stations 
Show Signs of Leveling Off 


The skid in motor oil sales ratios has slowed down. 


The ratio of motor oil sales to gasoline sales at service stations 
during the spring-summer of 1953 was 1.36%, down but two points 


from the 1952 figure of 1.38%. 


In fact, higher ratios than a year 
ago were reported in PAD districts 1 
and 3. Most of the credit for this im- 
provement in motor oil sales goes to 
three factors: 

Intensified motor oil sales cam- 
paigns; consumer education programs; 
better oil merchandising. 

NATIONAL PETROLEUM News l1Ith 
oil ratio survey found that where ad- 
vertising, educational and merchandis- 
ing campaigns have been stepped up, 
oil sales ratios improved. 

In 1952, only four of 43 marketing 
units, comprising 25 oil companies 
surveyed, reported spring-summer ra- 
tio gains over 1951. This year 11 of 
the 43 in the five PAD districts showed 
improved station oil ratios. Of the 11, 
six were with companies that have 
stepped up their oil merchandising 
programs during the past year. 

Two other major marketers that ex- 
panded motor oil advertising and mer- 
chandising programs during the year 
failed to boost their ratios. But the 
decline from 1952 to 1953 was sub- 
stantially less than from 1951 to 1952. 

Other marketers, not in the NPN 
survey, report similar experiences— 
stepped up merchandising efforts, bet- 
ter oil sales ratios. For the most part 
these merchandising efforts are long 
range, rather than the periodic shot- 
in-the-arm type of program. 

The National Picture—Historically, 
oil sales drop off during the fall-winter, 
then climb during the spring-summer. 
But the spring-summer comeback in 
past NPN surveys has always failed 
to make up for the fall-winter sales 
drop. The fall-winter drop in 1952-53 
as compared to spring-summer 1952 
was only 9 points (1.38% to 1.29%) 
the smallest drop since 1948. How- 
ever, the 1953 spring-summer sales re- 
gained 7 of the 9 points, making a net 
loss of only 2 for the year. In the past 
the net loss has ranged from 5 to 11 
points. 

Oil marketing men seem agreed that 
the answer to improved oil ratios is 
correlating sales effort with customer 


needs—greater sales effort during the 
fall-winter when the need for oil 
changes is greatest, and intensified 
educational and advertising programs 
to make the motorist conscious the 
year around of the importance and 
economy of regular, frequent oil 
changes. 

While the over-all ratio trend con- 
tinues downward, marketing men find 
encouragement in signs that the fall 
seems to be easing. Except for Dis- 
tricts 2 and 5, spring-summer oil sales 
ratios this year appear relatively 
healthier than in past surveys. 

In Districts 1 and 3, where ratios 
were improved over 1952, there were 
eight marketing units with improved 
oil sales performance. District 2, 
which showed the greatest ratio drop 
from the spring-summer of 1952 to 
this year, had two marketing units with 
a better percentage performance than 
last year. But these improvements were 
more than cancelled out by other mar- 
keting units that showed substantial 
losses in ratio. Three companies in 
District 2 suffered ratio losses of 20 





How Ratios Are Compiled 


Twenty-five oil companies, 
comprising 43 marketing units 
operating in five PAD districts, 
submit motor oil ratio figures in 
the NPN survey. The motor 
oil sold by these companies 
amounts to about 25% of all 
motor oil sold in U.S. 

Several. of these companies 
also submit dual ratios—one on 
service station only sales, and 
One on total oil sold through all 
retail outlets, including service 
stations, garages, car dealers, 
chain stores, etc. 

Motor oil sales of the com- 
panies reporting dual ratios con- 
stitute about 16% of all motor 
oil sales in U.S. 
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percentage points or more, compared 
with the cumulative 9-point gain by 
the two companies reporting better 
ratios. 

District 1—A gain of 3 points 
(1.32% to 1.35%) in this district more 
than offset the ratio drop last fall- 
winter. Five companies in this area 
stepped up oil sales efforts during the 
past year or more and during the 1953 
spring-summer racked up a cumula- 
tive 22-point gain over 1952. The drop 
in ratio of other companies in the dis- 
trict failed to cancel out this over-all 
gain. 

Highest ratio for the district was 
1.75 and low 1.18%. The district ra- 
tio still falls below the national ratio 
but only by one point—the nearest the 
district has approached the U.S. fig- 
ure in 11 NPN surveys. 

District 2—Historically, this district 
has always had ratios comfortably 
above the national average, but last 
spring-summer the ratio dropped to 
the U.S. figure of 1.36%. 

Only two companies reported ratio 
gains last spring-summer, 12 said ra- 
tios dropped anywhere from 2 to 21 
points from the spring-summer of 
1952. One company had no change. 

High ratio for the district was 
2.03% and two companies reported a 
low of 1.22. 

District 3—With its improved ratio 
for the spring-summer of 1953, the 
district went 6 points above the na- 
tional ratio—1.42 as compared to 
1.36%. 

High for the district was 1.78. This 
was reported by a company with a 9- 
point gain over the spring-summer of 
1952. Low ratio for the district was 
1.20, recorded by a company that 
came within one point of equalling its 
1952 spring-summer performance. 

District 4—The district lost some 
ground in its record for staying above 
the national average. In 1950, the dis- 
trict ratio was 29 points above the 
U.S. figure, but it has dropped stead- 
ily since then. For the spring-summer 
of 1953 it is only 5 points higher— 
1.41 as against 1.36% for the U.S. 

Two companies tied for sales ratio 
honors in the district—both reporting 
1.50% . Two companies were low, with 
1.34%. One of the low companies, 
however, reported a 4-point gain this 
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year over the spring-summer of 1952. 
One of the high companies said this 
year’s ratio was even with last year’s, 
while the other reported its 1.50% 
ratio represents a 13-point loss from 
the spring-summer of 1952. 

District 5—Consistently below the 
U.S. average ratio, the district lost 
some ground last spring-summer, fall- 
ing 13 points below the national figure 
of 1.36%. That represents the widest 
gap between the two ratios since 1950, 
when it was 13 points below and the 
fall-winter of 1946-47 when the spread 
was 27 points. 

High ratio for the district was 1.31 
and low was 1.14. 

Oil Consumed — Translated into 
quarts of oil consumed per passenger 
car, the average car now uses about 
one quart per year less than a year 


ago—37 quarts per year as against 
37.9. The mile driven per quart of oil 
is 281.8 for the spring-summer of 
1953 as against 271.5 in 1952—a gain 
of more than 10 miles per quart. 

With more than 43.5 million pas- 
senger cars registered, the drop in oil 
consumption per car amounts to a loss 
in sales of more than 39 million quarts 
per year, or better than $15.5 million 
in retail motor oil sales. 

Station Vs. Over-All Ratios—Eigh- 
teen of 43 marketing units in the five 
PAD districts account for better than 
50% of all motor oil sold by com- 
panies participating in the NPN sur- 
vey. These 18 report two ratios: 

Over-all ratios for all retail outlets, 
including service stations, garages, car 
dealers, chain stores, etc.; and stations 


The over-all oil ratio reported by 
the 18 marketing units for spring-sum- 
mer of 1953 was 1.39, as against a 
service station only ratio of 1.27. 
While both ratios are below those of 
1952, over-all ratios during the year 
dropped 10 points, from 1.49 to 1.39, 
but service station ratios slipped only 
eight percentage points—1.35 to 1.27. 

Six of the marketing units reported 
gains in over-all ratio, but only five 
said service station ratios increased in 
1953 over 1952. 

Two companies reported over-all 
ratios and station only ratios went up 
the same amount. Even more signifi- 
cant were reports from three units 
where over-all ratios rose substantially 
faster during the past year than did 
service station ratios. 
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Table 1—Motor Oil Ratios for All Stations 
by 43 Marketing Units 





Table 3—Station Sales 
(Passenger Cars Only) 

* Avg. Qt. Motor * Avg. Gal. * Avg. Miles Per 
Oil Per Car Gasoline Qt. Motor Oil 


Season 


Fall-Winter 1947-48 
Spring-Summer 1948 
Fall-Winter 1948-49 
Spring-Summer 1949 
Fall-Winter 1949-50 
tg engerd 1950 
Fall-Winter 1950-51 
Spring-Summer 1951 
Fall-Winter 1951-52 
Spring-Summer 1952 
Fall-Winter 1952-53 
Spring-Summer 1953 


F 


Per Qt. 


Fall-Winter 1946-47 47.7 13.7 
Spring-Summer 1947 47.8 13.7 
Fall-Winter 1947-48 48.8 13.4 
Spring-Summer 1948 . 44.1 14.8 
Fall-Winter 1948-49 41.7 15.4 
Spring-Summer 1949 40.7 15.6 
Fall-Winter 1949-50 37.0 17.1 
Spring-Summer 1950 38.5 16.4 
Fall-Winter 1950-51 34.7 18.4 
Spring-Summer 1951 37.5 17.0 
Fall-Winter 1951-52 35.4 18.9 
Spring-Summer 1952 37.9 18.1 
Fall-Winter 1952-53 34.4 19.4 
Spring-Summer 1953 37.0 18.4 
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* Based on NPN estimates of average annual gasoline con 
sumption per passenger car and motor oil ratios reported in 


Table 2—Breakdown of 18 Marketing Units Reporting NPN surveys. 


Both Over-all and Station Ratios 
(Figs. in %) 
*Companies R ng Station 
Ra And er-All Ratios 
Separately 
PAD Over-All Station 
District Season Ratio Ratio 





Table 4—High and Low Oil Ratios 
(Figs. in %) 
1 Spring-Summer 1949 . ; Season High Second Third 
Fall-Winter 1949-50 a High High 


opting Summer 120 Fall-Winter 1946-47 
Fall-Winter 1950-51 Se th andy le 


Pet Winter 195 33. Fall-Winter 1947-48 
Spring-Summer 1948 


Spring-Summer 1952 

Fall-Winter 1952-53 Fall-Winter 1948-49 
Spring-Summer 1953 Spring-Summer 1949 
Fall-Winter 1949-50 
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Spring-Summer 1949 
Fall-Winter 1949-50 
Spring-Summer 1950 
Fall-Winter 1950-51 
Spring-Summer 1951 
Fall-Winter 1951-52 
Spring-Summer 1952 
Fall-Winter 1952-53 


Spring-Summer 1950 
Fall-Winter 1950-51 
Spring-Summer 1951 
Fall-Winter 1951-52 
Spring-Summer 1952 
Fall-Winter 1952-53 
Spring-Summer 1953 
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Spring-Summer 1953 





Spring-Summer 1949 
Fall-Winter 1949-50 
Spring-Summer 1950 
Fall-Winter 1950-51 
Spring-Summer 1951 
Fall-Winter 1951-52 
Spring-Summer 1952 
Fall-Winter 1952-53 
Spring-Summer 1953 


Table 5—Station Oil Sales Ratios 
for Spring-Summer Periods 1947-1953 


(Figs. in %) 
PAD Com 


panies 
District Reporting Year Average 


1 10 1948 

10 1949 

10 1950 
1951 
1952 
1953 
1948 
1949 
1950 
1951 
1952 
1953 
1948 
1949 
1950 
1951 
1952 
1953 
1948 
1949 
1950 
1951 
1952 
1953 
1948 
1949 
1950 
1951 
1952 
1953 


* Two marketing units reporting same motor oil ratio. 
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Spring-Summer 1949 
Fall-Winter 1949-50 
Spring-Summer 1950 
Fall-Winter 1950-51 
Spring-Summer 1951 
Fall-Winter 1951-52 
Spring-Summer 1952 
Fall-Winter 1952-53 
Spring-Summer 1953 


in D W250 ~1 30 
mS 


\ ep 
Cah Mwwwe 
Nee RK eK NN 


iw be J AbBUarARorOCoSONUSCADRHRONNAYWHIABR OH 
SORRRELRESESRESRSSShbaseoaRRsE 


Spring-Summer 1949 
Fall-Winter 1949-50 
Spring-Summer 1950 
Fall-Winter 1950-51 
ae tama o4 1951 
Fall-Winter 1951-52 
Spring-Summer 1952 
Fall-Winter 1952-53 
Spring-Summer 1953 
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Spring-Summer 1949 
Fall-Winter 1949-50 
Spring-Summer 1950 
Fall-Winter 1950-51 
ae wore 1951 
Fall-Winter 1951-52 
Spring-Summer 1952 
Fall-Winter 1952-53 
Spring-Summer 1953 
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* Includes only those ‘ee reporting separately station 


ratios and ratios through a 


retail outlets such as stations, 
garages, car dealers, etc. 
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One of a Series of Interest to the Petroleum Industry 








s 
when the customer soY 


DEALERS will be able to keep him sold 
on your brand of gasoline with the 
aid of this new Du Pont folder. 


Giving a satisfactory answer to poor 
starting complaints is a tough prop- 
osition for the average dealer. To 
help him handle the situation in a 
salesmanlike way, this new 4-page 
folder will give him the answers he 
needs—in a short, clear-cut fashion 
that is easy to remember. 

Ask your Du Pont Petroleum 
Chemicals Division representative 
for a sample copy and information 
on obtaining a quantity for your 
dealers. 











New, Comprehensive 
Booklet on Antioxidant 
Sweetening Now Ready 


Since antioxidant 

sweetening offers 

many cost reduc- 

tion and quality ad- 

vantages over other 

sweetening meth- 

ods, many refiners 

have asked us for 
technical information on the subject. 

To fill these requests, Du Pont has 
prepared a comprehensive booklet on 
antioxidant sweetening. It contains 
more information on this process than 
ever before published in a single vol- 
ume. 
Cost-Saving Data 
The booklet gives information on how 
you can reduce operating and sweeten- 
ing equipment costs through the use of 
Du Pont Antioxidant No. 22. It also 
shows how you can reduce loss in gas- 
oline or octane number through the 
efficient use of the process .. . as well 
as sweeten and inhibit your product in 
a single step. 
Helpful Hints 

The booklet fully explains the vari- 
ables encountered in antioxidant sweet- 
ening. Helpful hints on how to control 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (inc.) 





Du Pont Publishes 
New Book on Medical Aspects 
of Tetraethyl Lead Operations 


The first and only book of its kind... produced 
as an aid to refinery medical personnel 


There has long been a need for a book of specialized information on the 
medical aspects of tetraethyl lead handling. With this in mind, three of 
Du Pont’s physicians who specialize in tetraethyl lead problems have col- 
laborated in bringing out a volume which covers this subject in an authori- 
tative and comprehensive manner. The title is, 
Tetraethyl Lead Operations.” 


“Maintaining Hygiene in 


CONCISE, LOGICALLY ORGANIZED and written in a direct, clear style, ‘‘Main- 
taining Hygiene in Tetraethyl Lead Operations” can be extremely helpful to re- 
finery physicians in explaining lead hazards and precautions to refinery personnel. 


In spite of the toxicity of tetraethy] 
lead, an enviable health and safety rec- 
ord has been established by the refinery 
workers who regularly come in contact 








these operational variables for best re- 
sults are also included. These will help 
you save considerable time and money 
in getting the process started in your 
refinery. 

This basic, authoritative text on anti- 
oxidant sweetening is yours for the ask- 
ing. Address. your request for “Anti- 
oxidant No. 22 Sweetening” to any of 
the Du Pont Petroleum Chemicals 
Division regional offices. 





with this chemical. The chief aim of the 
new book is to help the petroleum in 
dustry maintain this outstanding record 


Safety As A Way Of Life 

The theme of the volume suggests that 
preventive medicine — rather than 
medical care — is the real core of a suc 
cessful industrial medical program. Its 
chief emphasis is, therefore, on helping 
refinery doctors and safety personne] 
prevent accidents resulting from im 
proper or careless handling of tetra 
ethyl lead. 

But to prepare the refinery medical] 
staff for any emergency related to lead 
poisoning that may arise, the text also 





PETROLEUM CHEMICALS DIVISION 


NEWS 





Medial Book 


includes specific data on the symptoms 
and treatment of poisoning from or- 
ganic lead. 

A Useful Reference 
“Maintaining Hygiene in Tetraethyl 
Lead Operations” is a practical refer- 
ence manual on a highly specialized 
field of industrial medicine. 

Refinery doctors will find it extreme- 
ly useful, for example, in setting up 
procedures for examining and advising 
workers in tetraethyl lead areas. 

30 Years Experience 


The Du Pont Company has been di- 
rectly concerned with the manufacture 
and handling of tetraethyl lead for 
more than 30 years. It is from this ex- 
perience — combined with constant, 
thorough study of the problems in- 
volved — that the authors of this book 
have drawn their material. 

In addition to their work with em- 
ployees Du Pont’s tetraethyl lead 


THIS NEW Du Pont medical book is printed and 
bound, for durable use, between hard covers. 


manufacturing area, the three authors 
of the book — Drs. Stewart L. Rankin, 
Lawrence A. Gerlach and Fenton Rus- 
sell—have worked closely with refinery 
medical staffs on safe TEL handling 
procedures for many years. 

Limited Distribution 
“Maintaining Hygiene in Tetraethyl 
Lead Operations’ was written express- 
ly for and addressed primarily to doc- 
tors in the petroleum industry to whom 
it will be distributed during the course 
of the year. A limited number of copies 
will also be distributed by Du Pont to 
oil company executives directly con- 
cerned with safety and medical pro- 
cedures in the handling of tetraethyl 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division . 





Wilmington 98, Delaware 


Assistant Mid-Continent Regional Manager 


DONALD W. FRISON, recently ap- 
pointed assistant manager of the Pe- 
troleum Chemicals Division’s Mid- 
Continent Region, has been with the 





Du Pont Company since 1947. 

His first assignment with the com- 
pany was as manager of the Mid-Conti- 
nent District Laboratory. In 1951 he 
was transferred to the Wilmington of- 
fice as technical assistant to the direc- 
tor of sales. He later became assistant 
manager of sales promotion and then 
assistant to the sales manager. 

Before joining Du Pont, Mr. Frison 
was engaged in CFR engine work and 
refined petroleum products analysis at 
the Florida State Petroleum Labora- 
tory. He graduated from the John B. 
Stetson University in Deland, Florida 
with a B.S. degree in chemistry. 

During World War II, he was a pe- 
troleum officer in the U. S. Navy Bu- 
reau of Ships and was engaged in tank- 
er loadings at the New York petroleum 
pool. Mr. Frison is a member of the 
Society of Automotive Engineers. 








New Tank-Cleaning Safety Presentation Available to Refiners 


Constant v igilanc ‘e is a must for all per- 
scnnel engaged in cleaning leaded gas- 
oline storage tanks. But workers easily 
become bored—and sometimes careless 
—when safety rules and procedures are 
presented over and over again in the 
same old way. 

To help overcome this situation, 
Du Pont has prepared a new, interest- 
arousing tank cleaning presentation. 
Our representatives first teach your 
own training staff how to use this tool— 
then leave it with you for use as you 
see fit. It is a penetrating, easy-to-un- 
derstand training piece that your fore- 
men can use with the tank cleaning 
crew for “tool box” safety meetings on 
the site. 


Turn-Over Style 


To make the presentation easy to han- 
dle and interesting to present, it has 
been put together in turn-over style. 
Copy of the talk and guides for the 
speaker are printed in large type on the 
back of each page. Pages facing the 
audience are illustrated either with col- 
ored cartoons or large sized photos of 
actual operations. All necessary safety 
precautions and precedures pertaining 


NEW YORK, N. Y.—1270 Ave. of the Americas 

CHICAGO, ILL.—8 So. Michigan Bivd. 

; TULSA, OKLA.—1811 So. Baltimore Avenue 

oes: HOUSTON, TEXAS—705 Bank of Commerce Bldg. 
LOS ANGELES, CALIF.—612 So. Flower St. 
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to the lead hazard are fully covered. 

Distribution of the presentation will 
be limited to those responsible for the 
safety and training of tank cleaning 
crews. If you are interested in this im- 
portant safety aid we suggest you get 
in touch with the nearest Du Pont 
Petroleum Chemicals Division regional 
office at once. 
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i Better Things for Better Living | | 
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Petroleum Chemica 











Phone COlumbus 5-3620 
Phone RAndolph 6-8630 
Phone Tulsa 5-5578 
Phone PReston 2857 
Phone MAdison 1691 


IN CANADA: Canadian Industries Limited — Toronto, Ont.— Montreal, Que.— Calgary, Alta. 


OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 


6539—Wilmington 98, Del. 
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FUEL OIL 


Warm Weather Brings 


Cut in Degree Days 


Degree days totals for the week of 
Jan. 17-23 decreased from the previ- 
ous week in the East Coast, Great 
Lakes and Southeast districts. With 
the exception of Denver, where warm 
weather brought a sharp drop, the 
degree days totals remained fairly 
normal in other areas. The West Coast 
alone had a sizable increase over last 
week’s figures. 

Although most cities reported de- 
gree day totals close to the weekly 
normal, the seasonal figures are still 
below those of last year and the 
normal. 


Sezson Sept. 1-Jan. 23 Week 
Jan.17- 
Jan.23, 
East Coast 1954 1953 Normal 1954 
Boston 2509 2620 2827 282 
New York(a) 2208(b) 2277 2507# 243 
Phila- 
delphia(a).. 2083 2167 2314 231 
Washington 2099 2166 2285# 211 
Average 2225 2308 2483 244 
Great Lakes 
Buffalo 3002 3075 3314#% 294 
Chicago 2788 3044 3274 289 
Cleveland 2734 2719 3004#% 265 
Detroit 2844 3003 32164 295 
Toronto(a) 3157 3153 3577# 324 
Average 2905 2999 3277 293 
Midwest 
Denver 2744(b) 3006 =. 3183(b) 197 
Minne- 
apolis 3779 4041 4152 442 
Omaha 2919 3425 3337# 365 
St. Louis(a). 2164 2378 2434# 251 
Average 2902 3213 3277 
West Coast 
San Fran- 
cisco(a) 1052 1265 1232 
Seattle(a) 2052 1904 2193# 
Average 1552 1585 1713 
Southeast 
Birming- 
ham, Ala. 1592 1628  1669(b) 
Charles- 
ton, S.C. (a) 924 1003 991 
Nashville, 
Tenn. 1638 2034 2163# 
Raleigh, 
N. C. (a)... 1614 1669(b) 1773 147 
Average 1442 1584 1649 124 


* Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 

(b) Includes weather bureau correction. 

# New normal figures. 


... in brief 


Competitive Burner Sales—In the race 
for the automatic heating market, na- 
tural gas and heating oil ran almost 
neck to neck in sales of domestic heat- 
ing units in 1953. Central gas heating 
units reached an estimated total of 
820,000, nearly 100,000 more than 
the year before. Preliminary figures 
see oil burner sales hitting more than 
790,000. 











**l see great riches coming 
your way. You will inherit 
a service station at the 
bottom of a steep hill” 


The “Man at the Bottom of the Hill” 
is Getting the Tire Chain Business 


Few motorists think about buying chains until 
they're stuck. Then they buy from the handiest 
source—the “man at the bottom of the hill.” 


Sell your customers 


CAMPBELL (i einfoiced CHAINS 


before it snows! CAMPBELL offers this sure-fire program to 
put your stations at the bottom of the hill 
and at the top of the sales heap: 


Campbell's strong national advertising in 
Saturday Evening Post and Collier’s helps 

| f pre-sell motorists on the longer wear and 

rf better traction of Campbell's patented 

f Lug-Reinforced construction. National Safety 
af Council Tests prove reinforced chains provide 
Easy to use Chain Applier nearly 3 times greater stopping-ability and 
included at no extra cost 


with every box of Camp- 4 to 7 times greater starting and climbing 
bell passenger car chains. — traction 
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And Campbell's modern package, plus 
eye-catching banner, ad-mats, streamers, 
post cards and display ideas attract 
Campbell Chain sales to your station. 


Make your “winterizing” program 
complete. Write for details. 


MAIN OFFICE: YORK, PA. 


West Burlington, lowa; Portland, Oregon; Sacramento, Calif 


CAMPBELL CHAIN Gomsany +e: 
chains 


Chain for every need...industrial...farm...marine ... automotive 
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Alwgoys in the Spotligh? 
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Popular member of the Tokheim Lo-Boy family is the 
Retrev-A-Hose model 39A, whic» carries 12 feet of 
hose under positive control at all times whether all or 
o part of it is needed. Hose drapes neatly ot side of 
pump when it is not in use. 


A recent addition to the Tokheim Lo-Boy family is this 
Twin pump. It may be installed with one suction line for 
one product (Model 39A1), or two lines for two 
products (Model 39A2). Two cars can be serviced from 
one or both sides of an island at the same time. 


OKHEIM 


GASOLINE PUMPS 


Tokheim E-Z-Fill, Model 39B Lo-Boy differs from the 
Retrev-A-Hose pump only in the hose control mechanism. 
E-Z-Fill carries 16°10" of hose which extends and 
retracts on pulleys and weights within the pump. 
About half of hose is inside the pump when not in use. 
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What other line offers all these features? 


*18-MONTH UNCONDITIONAL 
GUARANTEE. Unserviceable tire will 
be replaced by comparable new tire 
with full credit for the period of 
guarantee not realized. 


A great tire backed by a great 
manufacturer. 

5520 road-holding safety sipes and 
gripping edges for greater protection 
on good roads and bad. 

Precision balance. 

A complete line of passenger and 
truck tires, all sizes. 

Powerful local and national advertis- 
ing to pre-sell your customers. 


And a protected franchise that makes 
sure you keep them, 








we REPLACE... 


not merely repair... 
a damaged Norwalk Tire 


No quibbling, no hedging, no “ifs, ands or buts” when your 
customer damages a Norwalk Tire. Our ironclad Norwalk guarantee 
says we replace any tire damaged by any road hazard 


broken bottles. And we do! 


. +. cuts, spikes, 
Regardless of mileage! 

If, for example, your customer were to damage a Norwalk tire 
in the second month of service, we give him a NEW one. And at only 
one ninth its original cost! 

Here’s a sales advantage your customers will talk about... 
give you a big edge over your competition! This Norwalk guarantee 
says it with SALES! For the full, profitable story write the Armstrong 

Norwalk Rubber Company, 
Today! 


Norwalk, Connecticut. 


— nd a 
cantet [i cae TRE 
~ 


COMPARE 
THE GUARANTEE! 


NORWALK = TIRES 











Plants at Norwalk and West Haven, Conn., Natchez, Bag 9 ugg and Des Moines, lowa 
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Underground Tank Standards Set 


Steel Tank Institute of Chicago 
has announced a new Midwest 
standard for underground gaso- 
line tanks in an attempt to bring 
uniformity within the industry. 


The new standards meet 
underground gasoline storage 
requirements in more than 95% 
of the usual Midwest installa- 
tions. 


The Institute’s 31 Midwest tank 
manufacturer members, from Indiana 
to the Rocky Mountains, have agreed 
on the standards, which took two 
years to draft. During that time, 14 
major oil companies and numerous 
Independents with Mid-Continent and 
Midwest purchasing offices co-oper- 
ated with the Institute project. 

All tanks through 1,500-gal. capac- 
ity have three four-in. and one 3%- 
in. openings, while all tanks 2,000 
gal. and larger have three four-in. and 
three 314-in. openings. 

The Standards—The following 22 
tanks are offered: 


Capacity USS. Diam- 
Gallons Gauge eter Length 
300 12 3’ 6’ 
560 12 4’ 6’ 
1,000 10 4 11’ 
10 5’4” 6’ 
4’ 6’ 
4’ 11’ 
5'4” 6’ 
54” 9’ 
J i? 
5'4” 15’ 
5’4” 18’ 
6’ 14’ 
5'4” 24’ 
6’ 19’ 
6’ 24’ 
6’ 29’ 
8’ 16’ 
8’ 20’ 
8’ 27’ 
9’ 21’ 
10’ 17’ 
10'6” 13’7" 


560 


i | 
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Copies of the standards are avail- 
able on request from the Institute at 
120 So. LaSalle St., Chicago 3, IIl. 

Savings for purchasers because of 
the new standard are expected to 
come through lessened need for large 
inventories, reduction of rehandling 
from inventory to job, reduced inven- 
tories of bushings and uniform in- 
stallation and piping practices in the 
field. 

Manufacturers are expected to save 
through reduction of the number of 
sheet, plate and head sizes previously 
required for non-standard tanks; less- 
ened rehandling of tanks in inventory 
for changes in openings which re- 


quire costly cutting, welding retesting 
and repainting, and through keeping 
work-crews intact by fabricating and 
stocking standard tanks during pe- 
riods of slow demand. 


... in brief 


Unloading Facilities Tiff—The Penta- 
gon and the National Tank Truck 
Carriers are in disagreement on 
whether a directive will be issued re- 
quiring that both tank car and truck 
unloading facilities be installed at all 


air bases receiving oil products. The 
tank truck organization says that the 
Air Force is now planning to issue 
such a directive. But a Pentagon aide 
says no blanket directive is contem- 
plated, and that such facilities are 
provided only as needed. 

It all started, says the trucker as- 
sociation, when it discovered that stor- 
age had been equipped with tank car 
unloading facilities but no tank truck 
installations at Briggs Air Force Base 
at El Paso, Texas and Walker Air 
Force Base at Roswell, N. M. 

The truckers association advised 
members to contact the association's 
Washington office if they ran into 
unloading difficulties at military in- 
stallations. 








Show Your Dealer how to 


make a $7.15 per car sale 
on an operation as simple 


as an oil change! 


*Flare retails for 65¢ 


@ quart. 
1! quarts, 


The average cor uses 
a total sole of 


$7.15. In addition, many deal- 
ers make a charge for service. 


Over 7,000,000 Automatic Transmission Cars are Potential 


Customers. . 


. Thousands More are Built Each Year! 


GET READY FOR YOUR SHARE OF THIS TOP-PROFIT ITEM! 


These units require a refill every 
10,000 to 25,000 miles. The Service 
Manual which the Bell Company 
offers, fully explains how to service 
and refill these transmissions. Any 


garage or service station can render 
this service. Your local jobber has 
FLARE LIQUI-MATIC FLUID 
available in convenient sizes. Con- 
tact him today. 


We Solicit Private Brand Accounts 


THE BELL COMPANY, Inc., 415.N. Wolcott Ave., Chicago 22, Ill. 


/ aut 

é TCE, Saseet 
New Service Manual 

On Automatic 

Transmissions 
A illustrated service 
guide for mechanics 
and service station at- 





tendants! Contains 
complete details! 
Ma‘l coupon today. 
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THE BELL COMPANY, Inc. 

415. N. Wolcott Ave., Chicago 22, III. 

Please send me immediately a free copy 


of your Service Manual on Automatic 
Transmissions. 




















TIRES—BATTERIES—ACCESSORIES 


WINTER DEMAND for radiator protection is so big and profitable that. . . 


Antifreeze Price Cut Means Sales War 


The battle for antifreeze business is warming up, and promises 


to get a lot warmer. 


National Carbon Co. sparked the newest phase in the hot com- 
petitive fight by slashing the long established $3.75 per gal. retail 
price for Prestone a whopping 80¢. Private and other branded 
manufacturers probably will follow suit. 


Already, oil companies and oil jobbers, too—as buyers of anti- 
freeze for resale—are being approached with new, attractive bids 


for their business. 


When National Carbon came out 
with its recent price cut, to take effect 
April 1, it dropped a bombshell into 
the antifreeze market. 

Most oil men and antifreeze manu- 
facturers agreed that the price would 
have to be met. If Prestone is going to 
be available next winter at $2.95 a gal. 
it is hard to see how any other brand 
could hold onto its volume at a sub- 
stantially higher price. 

In the antifreeze field, the retail 
price is largely determined by the com- 
panies who sell the nationally adver- 
tised brands, through the medium of 
the state fair trade laws. Lower priced 
antifreezes have been offered by the 
chain stores and mail order houses, 
but they have never made much head- 
way. One big reason is that the service 
station is the convenient place to go 
for antifreeze. 

Private brand antifreezes sold by 
gasoline supplying companies have be- 
come an increasingly big factor in the 
market. But there is no compulsion on 
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the service station operator to buy 
the antifreeze offered by his gasoline 
supplier. He can, and does, buy from 
anybody he pleases. Often he carries 
several brands. 

Oil companies had no trouble estab- 
lishing acceptance for their brands 
during the shortage years. No price 
inducements were necessary. So they 
followed the lead of the advertised 
brands in setting their antifreeze 
prices. The dealer was happy to buy 
anything he could get, especially of 
the glycol, or permanent type, which 
was always the hardest to come by. 

Supply Now Abundant—Shortages 
in the methanol-base antifreezes have 
long since disappeared. Now glycol is 
in abundant supply. It is so plentiful it 
has pushed over into Canada and set 
off a demand for tariff protection be- 
cause the price has sunk so low in rela- 
tion to Canadian glycol. 

More chemical manufacturers are 
going into the business of packaging 
glycol antifreeze for the private brand 





market. As the competition gets more 
strenuous, they are combing the field 
for more prospects. 


Time for Reappraisal—There are 
always two ways to get more business: 
Take it away from a competitor, or 
create some entirely new customers. 

As to the first method, there has 
been a lot of activity in the year just 
passed. And more is to come. The 
price cut by National Carbon has 
caused every oil marketing company 
to make a new study of its antifreeze 
program. Oil men must reappraise 
their policies against this background: 

1. The petroleum industry is in the 
antifreeze business in a big way. Serv- 
ice stations, big and little, are going to 
carry antifreeze whether they buy it 
from their petroleum suppliers or else- 
where. If they sell gasoline they are 
going to sell antifreeze. 

2. It is a big business. The annual 
volume is estimated at 100,000,000 
gal., amounting in dollars to around 
$175,000,000. 

3. Although secondary to price, 
dealers seem to have a preference for 
nationally advertised brands as against 
private brands. 

In arriving at their decisions, it ap- 
pears that oil marketers can have more 
freedom of choice than at any time in 
the past. Their private brands have 
met with success. Many, if not all 
of their contracts with sources of 
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neat ATT 
—and do the tough jobs, 
too...in service uniforms of 


ORLON 


ACRYLIC FIBER 





Here are uniforms that lead a 
double life. They can be worn 
through battery changes, wash- 
ing, or tire jobs . . . and will still 
look neat when it comes time to 
meet the customer. 


For battery acid won’t eat 
holes in uniforms made of acid- 
resistant “‘Orlon”’. Most grease 
and oil spots come out by rub- 
bing with a spot remover; other 
spots come out when you give 
them a quick rub with soap and 
water. 


THE NEAT “SALES LOOK” you 
have when wearing a service uni- 
form of ‘‘Orlon” comes from the 
fiber’s ability to keep the uni- 
form fresh and well-pressed look- 
ing through almost all kinds of 
wear and weather. Uniforms of 
“Orlon” are durable, too . . . will 
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stand the scuffing and flexing of 
tire and chassis jobs. 


Uniforms that make proper 
use of Du Pont “‘Orlon’’ are com- 
pletely washable. They need lit- 
tle or no ironing, cost little to 
maintain, and last for along time. 
Check your distributor on neat- 
looking, economical uniforms of 
“Orlon”’ acrylic fiber today! Or 
write E. I. du Pont de Nemours 
& Co. (Inc.),Textile Fibers Dept., 
Room 2522-N, Nemours Bldg., 
Wilmington 98, Delaware. 


ORLON is Du Pont’s trade-mark for its acrylic 
fiber. Du Pont makes fibers, does not make 
fabrics or garments. 


REG. u. 5. Pat. OFF 
BETTER THINGS FOR BETTER LIVING 
..+« THROUGH CHEMISTRY 
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supply are said to include a guaranteed 
spread or margin below the prevailing 
retail price level. 

One or two oil companies have a 
financial interest in manufacturing 
plants that produce glycol or methanol. 
That’s an extra inducement to stick 
with the present brand and source of 
supply. 

Other oil companies- may have 
doubts. Although those who have pro- 
moted their own antifreeze brands 
have done well, they have done so 
under a double umbrella. One was the 
long drawn out shortage of glycol, and 
the other was the protected fair trade 
price of $3.75, maintained all through 
the shortage period by the nationally 
advertised glycol brands. 

Now both the umbrellas suddenly 
are snatched away. 

Will it now be as profitable to sell 
the oil company’s private brand in 
competition with advertised brands? 

Brand names are a potent influence, 
as the merchandising heads of the oil 
companies know. No matter how re- 
spected an oil company brand may be 
when attached to gasoline or motor 
oil, its prestige cannot be transferred 
100% to a non-petroleum field. By 
contrast, the antifreeze makers have 
seen to it that their brands have be- 
come associated in the public mind as 
antifreeze brands. 

Prestone—But to further complicate 
the question of antifreeze brand ac- 
ceptance, oil men have observed the 
peculiar position of one antifreeze 
brand, Prestone, which now leads the 
price reduction move. This brand was 
in the field early, following the days 
when the only protection against a 
frozen radiator was plain alcohol sold 
out of a barrel. 

By a fortunate combination of cir- 
cumstances—early entry in the mar- 
ket, a catchy brand name, and heavy 
consistent advertising—National Car- 
bon has a brand name that is almost 
too well known for its own good. Oil 
men have observed both dealers and 
customers at the service station use 
the name Prestone as a generic term 
to describe any and all brands of 
permanent-type antifreezes. 

Redoubled Efforts—During the days 
of acute shortage, distributors who had 
Prestone for sale used it as bait to 
snag other business from service sta- 
tion dealers. Today no one can say 
whether those practices damaged the 
brand’s goodwill, or to the contrary, 
raised its value in the eyes of dealers. 

Regardless of what is past, all man- 
ufacturers of antifreeze, including 
those exclusively in the private brand 
field, will undoubtedly redouble their 
efforts to win friends in all directions, 
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but especially in the oil business. The 
shortage years seem to have estab- 
lished the fact that, antifreeze is a 
necessity for the service station today. 

Word ‘Permanent’ Misleads—While 
trying earnestly to take business away 
from competitors, the antifreeze mak- 
ers have not forgotten that the market 
for glycol base antifreeze could and 
should be much larger. By tagging the 
product as “permanent” the manufac- 
turers of glycol antifreeze led many 
car owners to take the phrase literally. 
Motorists use permanent antifreeze 
season after season, often until they 
trade in their car. 

The practice of re-using glycol anti- 
freeze gained swift impetus when the 
war put a serious threat to the supply. 
Rather than risk the possibility of be- 
ing unable to buy any kind of anti- 
freeze, many car Owners went to the 
trouble of draining and saving the 
cooling system solution in the spring, 
and putting it back in the following 
winter. Or they just left it in all 
summer. 

Winning Them Back—Here is the 
opportunity to create an entirely new 
demand. If these motorists can be 
shown the dangers of reusing old anti- 
freeze, sales of glycol antifreeze may 
shoot upward. Some work in this di- 
rection was done last year. Commer- 
cial Solvents Corp., U. S. Industrial 
Chemical Co., National Carbon and 
Du Pont all took action to inform the 
trade and the public about the value 
of installing fresh antifreeze each 
season. 

A report from the Bureau of Stand- 
ards on the effective life of corrosion 
inhibitors in antifreeze, pointed out 
the long-range economy of discarding 
antifreeze after one season’s use. The 
report was widely circulated in the 
trade, and was quoted in some con- 
sumer advertising. These are all at- 
tempts to bring back into the fold 
many glycol customers who have been 
“lost.” 

An article on the same subject, by 
Jchn B. Stobbart, engineer for Com- 
mercial Solvents, appeared in NPN, 
Aug. 5, 1953, p. 81. The title, “Anti- 
freeze Is Never Permanent,” suggests 
the confusion in the public mind about 
antifreeze reuse. Mr. Stobbart noted 
that his views are supported by “im- 
partial technical and business authori- 
ties such as the Bureau of Standards, 
Society of Automotive Engineers, 
American Society for Testing Mate- 
rials, Americar. Automobile Assn. and 
National Business Bureau.” 

Non-Permanent Type—So far, most 
of the current discussion has centered 
around the glycol base or permanent- 
type antifreeze. But the methanol, or 
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non-permanent type has not been en- 
tirely forgotten. There are predictions 
that the prevailing retail price of $1.40 
per gal. will give way in the face of 
competition from the new lower price 
of glycol antifreeze. 

Whether it will slide all the way 
back to the once common figure of 
$1 a gal. is doubtful, despite some 
predictions in oil circles. Antifreeze 
men point out that many higher cost 
factors have come to stay since the 
days of $1 a gal. methanol. At that 
kind of a retail price, as one manufac- 
turer puts it: “We might see a lot of 
red-ink figures.” 

Although that may be true, meth- 
anol antifreeze will be under strong 
pressure at any price when the glycol 
base product becomes 80¢ a gallon 
cheaper. At the present prices of 
$1.40 a gal. and $3.75 a gal., the two 
products seem to split the market 
about half and half. There are no 
over-all industry statistics, but there 
are some who estimate that as many 
as 60% of the customers buy perma- 
nent type antifreeze. 

It is conceivable that some car own- 
ers who buy glycol antifreeze and 
reuse it for several years, might not 
pay even $2.95 a gal. if they were 
going to replace it every winter. If 
they were to become convinced that 
reuse of antifreeze is really dangerous, 
they might decide to buy the lower 
priced methanol product and to leave 
it in for one season only. 

To Change a Habit—But the oil 
companies and the antifreeze makers 
in nearly all cases sell both kinds of 
antifreeze. Spokesmen for both groups 
agree there is plenty to be done to 
win back some of those customers who 
have strayed from the old practice of 
draining the radiator every spring and 
letting the contents run down the 
drain. 

The field is a big one. In a piece of 
dealer promotion material used last 
year, U. S. Industrial Chemical said 
that about 40% of car owners reuse 
last year’s antifreeze. Pure Oil Co., in 
a spot check at the start of the present 
season found that two-thirds of the 
owners using permanent-type anti- 
freeze at that time had not put in a 
fresh supply for over two years. 

National Carbon’s $2.95 a gal. price 
seems to be aimed squarely at that 
type of customer. It is about as certain 
that it will take price plus promotion 
to win them back to an annual anti- 
freeze changeover. Whatever the 
brands they handle, the oil companies, 
the oil jobbers and the service station 
dealers can all make money promoting 
the same idea. 
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WE'VE DISHED UP A GREAT PROGRAM TO INCREASE YOUR FILTER PROFITS 
Backed up by PUROLATOR FILTER CHECK TIME in April 


we'll help you move stocks —sell big—and cash in on this great program. 
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BUY THIS ASSORTMENT ..and ADD ONLY °922 for this col 


italien tts amie, den enti 4 fruit dishes and 4 breakfast platters — worth 4 


DISHES 
Bonanza Assortment of PurOlator Refills, the "> ARE NATIONALLY ADVERTISED 


AND EXTRA PIECES May 
, | =] a 
most popular in the line, at regular prices. wae: 


A 
T LEADING STORES Lal teltlelsTelth THE COUNTRY 


PUROLATOR eneessmaceeenliiltil seth teas 
QUANTITY NUMBER APPLICATION 
14 P-34 Fits Ford, Lincoln, 16 Pieces — Here it is! 
Mercury, 
Studebaker 


2 P-40 Fits all P-400 


Series Filters 


(Wingnut) 
eres 
Pp Fits Ford, Lincoln, 
~48 Ford Trucks 
P.51 Fits Buick, 


Cadillac, 
Oldsmobile, Willys 
6 P-70 Fits Dodge, 
Kaiser, Frazer, 
Willys, Packard, 
DeSoto 


geritt 


1 P-82 = Fits Chrysler 


sire 1 P-124 4 en 


3 P-125 Fits Buick 
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VV NO WAITING FOR YOUR BONANZA TABLE SETTINGS 











, . N | 
Sensational a ey i a 
16 piece set of Ranchstyle dinnerware (savicror 


will be proud to take these dishes home 
... ladies love ’em! 


| table setting consisting of 4 cups, 4 saucers, HERE’S THE DEAL 


es as much at any department store. $3 4° FOR THE 31 REFILLS 


Zz FOR THE DINNERWARE 


$36* ALL TOLD 


DEALERS PROFIT 


OIL CHANGES... 
This program ties in with PurOlator’s Big FILTER CHECK 
TIME in April. Offer Good For A Limited Time Only! 








by Salem China Company, 


the dinnerware is GUARANTEED 
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THEY’RE PACKED IN THE SAM BONANZA CARTON AS THE REFILLS 
AND SPECIAL BONANZA WINDOW STREAMER. 





















































Were's HOW WE 





BIG ADS... BIG MAGAZINES were 


going to tell and sell motorists, your customers—the impor- 
tance of proper filter care and we're going to tell them to 
come in and get their new refills from you ’cause you're the 
fellow who stocks and sells PurOlator—the filter proved best 
for engine economy. 





PUROLATOR FILTER CHECK TIME 
AGAIN THIS APRIL—BIGGER AND BETTER we're 
going to send you 3 hard selling Filter Check Time Streamers 
in colorful “Day-Glo”—easy to see—easy to read—put ’em in 
your window like this so that customers can see and be re- 
minded that it’s time to change their filters. 























TBA MANAGERS — this is your kind of a program — it stocks and 


sells — increases overall dealer profits. 


PUROLATOR goes all the way to make your selling job easier — more 


profitable by giving you the best product and all 
the sales and advertising help you need. 


YOUR DEALERS profit from filter sales — and those extra oil sales — 


they build customer good will and they like the 
big “BONANZA BONUS”. 


YOU'LL find it’s easy to sell this program — that your dealers want the 
chance to make these extra profits and they know 
- just like you do — when it’s a PurOlator 

deal — it’s the best deal in the industry. 
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Are Dealers Too Proud to Sell TBA? 


By 
Frank C. Sturtevant 


There’s a man in the oil business— 
identity unknown—who may have an 
unusually subtle grasp of dealer psy- 
chology. His approach may be right. 
But if it is, then many in the sales, 
advertising and promotion fraternity 
in the oil business have been talking 
to themselves for a long time. 

Recently this man wrote a piece of 
promotion aimed at dealers in the 
form of a fictional dialogue. It takes 
place in a service station between two 
dealers. One is an old hand, estab- 
lished and successful. The other, a 
former employe, is now running his 
own station, and is not making out 
very well. He has come to his old 
friend for advice. 

The young dealer says he isn’t at- 
tracting enough new business. He says 
that he serves his present customers 
well. But in his anxiety to build more 
volume he claims he has put too much 
pressure on some of his customers, and 
lost them as a result. 

Right here most oil men would raise 
a loud objection. They would never 
suggest to a dealer that it is possible 
to antagonize a customer by trying to 
sell him something he needs. Of course 
it is theoretically possible, but who 
ever heard of a dealer who was too 
aggressive? 

But wait. The stage is now set in 
this imaginary situation for the vet- 
eran dealer to remind his young friend 
about the oil company’s program for 
getting new business. But his friend 
will have none of it because it involves 
asking strangers for business. “I’m not 
much on catering to the general pub- 
lic,” his story runs. “If I gotta come to 
the point where I beg strangers to trade 
with me then I better get into some- 
thing else.” 

Dealer’s Attitude—Now the forego- 
ing phrases are intended to strike a 
sympathetic note with the average 
dealer. They are expected to appeal 
to him as an expression of his own 
attitude. He is supposed to see him- 
self mirrored in this fictional situation. 

Is it really true that the great mass 
of our service station operators think 
it is beneath them to “cater to the 


general public?” How can any man 
go into the service station business, 
or any retail business for that matter, 
harboring the notion that it is some- 
how undignified to ask a stranger to 
trade with him? 

What business doesn’t require the 
patronage of strangers? What else is 
a service station for, if it is not to 
cater to the general public? If these 
attitudes are generally held, it lends 
support to the argument that dealers 
dislike the word “sell” and that they 
don’t want to think of themselves as 
salesmen. In short it means that 
dealers regard service as one thing, 
and selling as something else, and that 
they refuse to see any connection be- 
tween them. 

Let’s dig a little deeper. The article 
argues further that the ranks of dealers 
must be drawn in large measure from 
those citizens whose early education 
has imbedded only the school book 
promise of an automatic reward for 
application to the job. There is a com- 
mon feeling that it is an unworthy act 
to call attention to the merits of a 
service rendered or offered. A form 
of conceit, perhaps, offensive to self 
respect. 

If this promotion man is right in 
his diagnosis of the dealer point of 
view, then a lot of the selling, adver- 
tising and promotion strategy in oil 
marketing is wrong. Because most of 
it is of the slam bang, straight from 
the shoulder variety. Especially in the 
TBA field, the merchandising help and 
the dealer training is based on the bald 
principle that the oil industry has 
goods and services for sale that the 
motoring public needs and wants. It 
also teaches that more of these goods 
and services would be bought if the 
public accurately understood how they 
could benefit from them. 

Moreover these selling programs 
proceed on the theory that everybody 
in the oil business, dealers included, 
agree with those basic principles. But 
let’s ask ourselves if everybody really 
does understand why we are in busi- 
ness. If we are using a take-off point 
too far over the dealers’ heads, let’s 
go further back into fundamentals. 

Dignify Selling—Before we start to 
extol our products, or even start to 
train a dealer how to sell, let’s first 
put some dignity into salesmanship 
itself. Perhaps we need to recall that 
most of us are professional salesmen 
by training and long experience. 
Among ourselves we never think to 
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question that selling in all its related 
phases is indeed a professional calling 
whose members serve an honest and 
useful economic purpose. 

For the man who never heard about 
it, let’s explain that in any retail busi- 
ness selling is a part of the job to be 
done. 

You may be wondering how the two 
characters in this imaginary scene 
finally solved the problem of getting 
new customers. Well, the experienced 
dealer eased the other man into it. 
He told him to solicit the people in 
his community—the barber, the post- 
man, the butcher, the grocer, and so 
on, none of them strangers. 

That took the sting out of selling. 
Seems dealers don’t mind asking peo- 
ple they know for business. Maybe 
that’s the smart way to get the story 
across. It is if it truly ties in with 
dealer thinking. But somebody ought 
to tell dealers the retailing facts of life. 


Profit in Turn Signals 


It is only a matter of time until 
directional signals will be original 
equipment required by law on every 
car and truck in the United States. 

Since its appearance in the not too 
distant past as an eye-catching “extra” 
on new cars, the turn signal has 
reached wide acceptance as a proven 
safety device. Already 17 states have 
directional signal laws on their books 
and others are getting set to follow 
their lead. 

For service station dealers in those 
states, replacement flasher units and 
signal lamps are already a fast-moving, 
profitable TBA item. Marketers in 
other states are finding too, that they 
need to have these TBA items in 
stock as more and more cars appear 
with turn signals. 

States with compulsory turn signal 
legislation include Minnesota, New 
Hampshire, North Dakota, Iowa, Ne- 
braska, New Mexico, Ohio, South Da- 
kota, Washington, Delaware and 
North Carolina. Signal laws become 
effective July 1, 1954, in Illinois and 
New Jersey, and Jan. 1, 1955, in 
Idaho, Vermont and Wisconsin. 

And the significant fact is that 11 
of the 17 states with such laws only 
recently passed them. 

In addition there is a large group of 
states that have gone part way in 
turn signal legislation. They require 
turn signals on vehicles where hand 
signals are not easily visible, especially 
on long or wide trucks. 

All this indicates that the already 
healthy demand at service stations for 
signal lamp replacements will continue 
to grow and that oil marketers need 
to be sure their dealers are carrying 
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a solid inventory of flasher units and 
lamps. 

One of the lamp manufacturers, 
Tung-Sol, already is including a 
flasher replacement chart in its Auto 
Lamp Servicing Guide. 

But if marketers are to get their 
share of this new market they must 
first rid their dealers’ minds of the 
common notion that turn signals are 
a gadget and not worth the inventory 
investment. They have proved their 
value as a safety device and will be 
with us from here on in. 

At some future date all of the more 
than 50 million motor vehicles in this 
country will be using turn signals. At 
four signal lights per vehicles, this 
means that some day there will be 
more than 200 million of these lamps 
in daily use. 


Replacement Lamp Guide 


Dealers pass up many TBA sales 
because they don’t know enough about 
the particular accessory to make a 
quick and satisfactory installation. 
This remark was made at the recent 
TBA convention by one of the speak- 
ers, Glenn Gordon, former oil man. 

Truth of the statement is conceded 
by all TBA men. It’s the never-end- 
ing job of petroleum marketing man- 
agement to keep on spreading informa- 
tion to dealers, getting them to read, 
understand and act on the informa- 
tion given to them. The job grows 
more important as the automobile be- 
comes more elaborate. 

A case in point is the rapid increase 
in the number and variety of lamps 
and lamp mountings used in cars to- 
day. As an aid to TBA men, manu- 
facturers of automotive lamps often 
prepare lamp guides with instruction 
and diagrams showing how each lamp 
should be installed. 

One lamp servicing guide recently 
published contains 28 diagrams. One 
section covers sealed beam headlamps. 
Others cover tail and stop lamps, 
license plate lamps, direction and 
parking lamps, and interior lamps. 

This particular manufacturer, Tung- 
Sol Electric, includes in the manual 
a section on adjusting and aiming 
headlight beams, and how to trace 
down trouble in direction signal lights 
and flashers. 

The dealer also needs to know how 
to locate, in his stock, the right re- 
placement lamp. To help him do this, 
the manual contains a cross-index of 
passenger cars and trucks, by make 
and year model, giving the identifica- 
tion number for each lamp in each 
vehicle, plus flasher units for those 
makes on which direction signals are 
standard equipment. 
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MERCHANDISING 


Marketer Offers Hawaii Vacation 


Two weeks of basking on the 
sunny sands of Hawaii’s beaches 
is the reward offered 23 General 
Petroleum dealers who meet 
their quotas in 1954, 


The trip is offered by M. M. 
H s, GP distributor in Med- 
ford, Ore., as the feature of a 
sales campaign of unusual mag- 
nitude for a small wholesaler. 


Mr. Huggins is a hard-driving oil 
marketer who sells about 3 million gal. 
of gasoline a year and has 23 dealers 
in the Rogue River Valley of southern 
Oregon. (See July 8, 1953, NPN, p. 55 
for a story on his operation.) 

All dealers who attain quotas es- 
tablished by Mr. Huggins will get the 
Hawaiian outing for two in January, 
1955. The trip is being scheduled 
“during southern Oregon’s few days 
of winter rain,” says Mr. Huggins, 
putting the emphasis on “few.” Mini- 
mum sales ratios have been set; and 
each dealer has a specified number of 
gallons to sell. 

Here are the minimum ratio re- 
quirements per 1,000 gal. of gasoline: 

15 gal. of motor oil 

$15 of tires and tubes 

$8 of batteries 

$8 of accessories and specialties 

All purchases rust be made from 
him, explained Mr. Huggins. Another 
requirement is that dealers meet “home 
clean” rest room qualifications, a desig- 
nation for immaculate rest rooms. 

Why a Contest—Purpose of this 
sales incentive campaign, he said, is 
threefold: 

“First, to enable all dealers to make 
more profit. 

“Second, to have two weeks of real 
fun in the sun during southern Ore- 
gon’s wet winter. 

“To keep Mobilgas in the No. 1 
spot retailwise in this: valley.” 

Stirring Interest—To stimulate in- 
terest in the campaign, Mr. Huggins 
prepared a series of teaser broadsides 
which went out to GP dealers in 
November and December. The first 
one, dated Nov. 9, announced that 
“Hug’s fifth annual Christmas party” 
would be held Dec. 14. The next pro- 
claimed that “Hug is running wild 
again.” Another carried a cartoon of 
a grass-skirted hula girl with the title 
“preview of coming attractions.” As 
Oregon’s winter was getting under way, 
a later cartoon showed a man reclin- 
ing in a hammock strung between two 
coconut trees. Three days later, an- 
other showed a station attendant 


pumping gasoline in the rain (the 
dealer who didn’t get to go). 

Realistic Quotas—The dealers who 
meet the quotas will be flown to Hon- 
olulu on a United Airlines Strato- 
cruiser. The offer is for two, so that 
dealers can take their wives on the 
expense-paid excursion. 

An interesting aspect is that Mr. 
Huggins has not made this a contest 
with different categories of prizes. It’s 
all or nothing. He said to his dealers, 
“I would like nothing better than to 
have each one of you, with your wife, 
board United’s Stratocruiser for the 
Hawaiian Islands in January, 1955. 

“Who knows, maybe I'll go along 
as a chaperone.” 

Mr. Huggins declared that he is 
not asking his men to shoot for the 
moon. “You will be competing against 
your 1953 sales record only,” he 
said to his dealers. “The ratios called 
for are very realistic. During the past 
five years, seven to 11 of you have 
exceeded all of these ratios. Others 
have come very close. These 11 dealers 
have included small, medium and 
large gallonage units.” 

The campaign is indicative of sharp- 
ening competition. He admonished 
his dealers, “To accomplish those ob- 
jectives, you will have to hustle. Let’s 
not kid anyone—you will have to be 
alert to every sales opportunity.” 


... in brief 


Auto Travel Book—A 68-page travel 
book filled with illustrated accounts of 
auto trips and travelling advice will be 
issued by Fram Corp. as part of its 
“travel by car” sales program for 
1954. The booklet will be plugged as 
a premuim in an extensive newspaper, 
radio and television campaign starting 
in March. Motorists will be told that 
they can get the 68-page travel book 
from a Fram filter box top. Dealers 
will be identified by means of Fram 
window signs and decals. 


Oil Detergent Offered—Wilco Co., of 
Los Angeles, distributor of TBA mer- 
chandise to service stations in Western 
states, has introduced a new product 
called “Wilco Pep-Tone Motor Deter- 
gent Concentrate,” described as a 
heavily concentrated detergeni for use 
as a supplement to crankcase lubri- 
cants. It is being offered to motorists 
as a means for controlling detergency 
by adding it to any refined motor 
oil. 
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t HOTTEST 
DEAL EVER ! 


BUY ONLY 
24 FRAM 
C-4 Cartridges 


Regular Price 
Regular Profit 


Get this 
Chafing Dish 
absolutely 


cnn alana Minin i a 


--eand you're backed by this BIG FRAM 
ADVERTISING PROGRAM IN ’54 


NATIONWIDE TV March thru Oct.! BIG FULL-COLORADS | NEW BILLBOARDS PLUS SIGN UP as « Fram Dealer NOW ! 


' | Big, new 68-page Vacation 
~ ae one” from coast-to-coast ’ Book —free to customers 

to millions! with FRAM box top! 
“% : | “Vecationland” Newspaper 
. Ads with Book Offer —for 


Ol + AIR + FUEL + WATER 
I} FRAM's big Clean Oil 
J a ws ae Months! 
Again in 1954 “VACATIONLAND van” ; _ ae pine pene p uten Que 
AMERICA”—John Cameron Swayze, on  . Decler materiel 
\ oa FRAM CORPORATION, Providence 16, R. I. 
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RHODE ISLAND DISTRICT staff of Socony-Vacuum Oil 
Co.—winner of company’s New England division sales trophy 


J. O’Brien, R. H. Clarke, Jr., R. Salter, Jr.. A. W. Oliver, 
W. Vickers, E. C. Ahern, District Manager C. A. Sheehan, 


p A 
R. 

for 1953. Seated left to right: V. A. Howard, F. S. Ackroyd, R. C. A. Churchill, W. B. Gernt, F. G. Clark, A. C. Maynard, 
N. 


Traill, Jr. S W Smith, H. J. Bode, R. F. Sainsbury, W. C. 


Reilly, R. F. Scott, and W. R. Martin. Standing left to right: that . 


District Sales Push Pays Off 


Top sales district in Socony- 
Vacuum’s marketing stronghold 
of New England last year was the 
company’s Rhode Island district. 
It was “black across the board,” 
exceeding objectives on all auto- 
motive products (gasoline, tires 
and tubes, batteries, Mobiloil, 
total branded motor oil, greases, 
accessories and specialties). 


Last week the district was presented 
Socony’s New England division 1953 
trophy for “best all-around sales per- 
formance”-——repeating its 1951 per- 
formance of edging seven other com- 
pany districts. 

(The contest rated districts on suc- 
cess in meeting objectives for each 
product and for efficient control of 
operating costs.) 

Rhode Island district men say they 
won by plugging away at the com- 
pany’s basic retail sales program. They 
stressed good driveway service, clean 
restrooms, adequate station stocks, 
support of dealer selling efforts and 
full use of sales promotional material. 

District salesmen stimulated dealer 
effort by making a constant review of 
station sales ratios, comparing them 
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with potential volume. Salesmen also 
worked for co-ordination of dealer 
sales effort with Socony’s general ad- 
vertising campaigns on various prod- 
ucts. 

In the district office, the salesmen’s 
own progress in meeting personal 
objectives was watched closely. Dis- 
trict Manager C. A. Sheehan mailed 
monthly postcard reports and frequent 
memoranda to each salesman, review- 
ing his sales record. And the district’s 
over-all competitive progress was 
charted on the office map shown above 
(black or red cords on parachutes in- 
dicated the monthly record on various 
products). 

The district entered December trail- 
ing On points. The sales force put in 
many extra hours, pushing products 
still shy of meeting the year’s objec- 
tives, and finally got in the black on 
all. 

But District Manager Sheehan, 
author of the slogan, “Chute the 
Works,” says winning the trophy. took 
more than sales effort. “This is just 
another instance,” he points out, “of 
the power of an undivided district— 
sales, operating and accounting—all 
working for maximum results.” 





E. Dillon, G. N. Morgan, and N. J. Bessette. They showed 


A copy of this quick-read- 
ing, 8-page booklet is yours 
for the asking. It contains 
many facts on the benefits 
derived from your business 
paper and tips on how to 
read more profitably. Write 
for the “WHY and HOW 
booklet.”’ 


McGraw-Hill Publishing Com- 
pany, Room 2710, 330 West 
42nd S?., New York 36, N. Y. 
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for 1954! 


(DON’T BE DISAPPOINTED AGAIN) 


are you READY with the 


IGHT Bice? SEM 


PROFITS @ (Xi ——_—— 


ey 





1953 was a BIG tire year. But JUST HOW MUCH \in ( 
MONEY DID YOU MAKE ON TIRES? i! 


Your profit and satisfaction are the things that count most. You can 
charge everything else off to experience. If you fought a losing uphill battle 
during 1953, trying to sell against unfair competition, skimpy profit margins 
and forced selling policies, NOW IS THE TIME TO DO SOME SERIOUS 
THINKING ABOUT YOUR PROFITS, YOUR VOLUME, AND YOUR 
PROGRAM FOR 1954. 

All reliable sources tell us that 1954 will be the BIGGEST TIRE RE- 
PLACEMENT YEAR IN HISTORY. Are you ready with the RIGHT BRAND 
OF FINEST QUALITY TIRES? LOWEST POSSIBLE direct from factory 
JOBBER cost prices? STRONGEST POSSIBLE WRITTEN DOUBLE GUAR- 
ANTEE? Are you free to operate your own business as you choose? To 
set your own retail prices on tires and tubes, and to realize maximum 
profits on every sale? ARE YOU THE BOSS? 

THEN YOU WILL WELCOME THE CORDUROY PROGRAM! With 
CORDUROY you do business direct with the factory and with a 
company that does not have any warehouses, factory-owned or con- 
trolled retail stores, no private or special brands. With CORDUROY 
all in-between expenses are eliminated and the savings passed on to 
you in the form of HIGHEST POSSIBLE QUALITY, STRONGEST 
POSSIBLE WRITTEN GUARANTEE, AND LOWEST POSSIBLE direct 
from factory JOBBER cost prices regardless of the size of your orders. 
These extra advantages enable you to do a larger retail volume and 
consequently realize greater profits. 

Please remember, CORDUROY has the most liberal written guarantee 
against road hazards or defects (no repair clause, no red tape), plus a 
lifetime guarantee covering workmanship and materials. 


YOUR TERRITORY MAY BE OPEN: if you are an independent merchant, free to select your 
own brand of tires, and if you want to make MORE SALES AND PROFITS ON TIRES DURING 1954 
AND THE YEARS TO COME, write to the CORDUROY factory today for a free 40-page book, 


and prices, explaining the CORDUROY program. Act at once, no obligation. Your territory may 
still be open. 








“RUBBER COMPANY 
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| out of every 3 cars in| 








AUTO-LITE "STA-FUL” BATTERIES need 
water only 3 times a year in normal car 
use. And they last longer! 


THE ELECTRIC AUTO 
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AUTO-LITE WIRE 
AND CABLE 
in spools and package 
+. @ standard of quality 
for every automotive, marine, 
aviation and industrial electrical use. 
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AUTO-LITE ORIGINAL SERVICE PARTS 

include generators, voltage regulators, starting 

motors, distributors, coils and thousands of electrical and 
mechanical component parts engineered for best car performance. 


-LITE 


COMPANY, 


TOLEDO 1, OHIO 




















America is equipped with ' 

















@ Outstanding quality 
and performance have made 
more than 400 Auto-Lite products 


for cars, trucks, tractors, planes, \ 
boats and industry world ae wabbetas Ips f 
famous ... convincing proof, sf) 
“You're always right 

with Auto-Lite.” 


AUTO-LITE BULL'S EYE SEALED 
a BEAM UNITS are designed for safe 
AUTO-LITE SPARK PLUGS. . . Ignition Engineered to _— night driving. They concentrate more light 
give top performance in your car... include a complete . on the road . . . bum even when the lens is 
line of Resistor, Standard, Transport and Marine types. cracked or broken. 





























#5050A 


Passenger-Car 


TIRE GAUGE 


A real consumer gauge 
made specially for 
low pressure tires 


Easy-to-Read Calibrations 
from 16 to 36 in 

1-Ib. units on both sides 
of fiat scale bar 


5 GAUGES DISPLAYED 
IN 3-COLOR FOLDING BOX 
FOR SELF-SERVICE BUYING 


HERE’S A NEW SCHRADER GAUGE ... individually packed in a 
handy, clear plastic container. Just the thing for your customer’s 
glove compartment. He’ll want one because proper gauging helps 
him get better riding comfort, easier steering, safer driving and 
greater car performance. 


CATALOG DESCRIPTION: #5050A Passenger Tire Gauge. Cali- 
brated 16 to 36 in lb. units, individually packed in clear plastic 


holders—5 gauges in 3-color folding display box. Order from 
your Schrader supplier. 


ACCURATE 
A. SCHRADER’S SON DEPENDABLE 
Division of Scovill Manufacturing Company, Incorporated al 
470 Vanderbilt Avenue, Brooklyn 38, N. Y. 


“ ATTRACTIVE 
6158 


Sehracer FIRST NAME IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 











REG. U. S. PAT. OFF 
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Giant Pump Attracts Gasoline Customers 

The giant pump is actually the station’s office and storage room — an 
invention of J. Gilbert Haller, Cities Service distributor in Lancaster, Pa. Mr. 
Haller bought a small triangular lot on heavily travelled Route 22 leading to 
New York City. It was too small to accommodate a conventional station so 
he put up this unique miniature station that has been pumping a big gasoline 
gallonage since it was opened in September. Part of its success can be attrib- 
uted to the heavy traffic but more, perhaps, to the unusual station building 
that has motorists craning their necks as soon as they spot it. 

The giant pump is nearly 16 ft. high and has a width of 7.6 at its base. 
Mr. Haller drew the plans, then had the structure built by Lancaster Trailer 
Co. A patent is now pending on his invention. 


Mobile Radio Housings 


A steel housing for mobile radio 
equipment will protect it from the 
elements and from mechanical abuse. 
The new outdoor housings protect 
the mobile transmitter-receiver units 
where trunks or other protected com- 





partments are not available. The 
housings, designed for service and 
utility vehicles and other similar uses, 
are of heavy-guage welded steel con- 
struction, treated inside and out with 
rust-inhibiting primer. RCA Victor 
Circle No. 2 on Reply Coupon 





Fuel Tanks 


A new line of welded fuel tanks 
are available in cold-rolled steel or 
terne plate to the user’s specifications 
Vibration tested for maximum per- 
formance, the tanks come in one to 
50-gal. capacities. The series of tanks 
is available in a variety of sizes and 
shapes. Tanks from 10 to 16 gauge 
are arc-welded and resistance type 
seam welding is used for tanks from 
16 to 24 gauge. Kerker-Peterson and 
Associates. 

Circle No. 3 on Reply Coupon 








Lightweight Air Coupler 


FOR FURTHER INFORMATION 


On Any Equipment or Literature Described in This Issue 


HERE’S WHAT YOU DO: 








Lincoln Engineering claims 35% 
greater air flow for its new lightweight 
air coupler, though it weighs only 
4% ounces. Instant coupling action 
eliminates twisting or turning and the 
automatic air check valve shuts off 
the flow of air instantly when the 
coupler is detached from the nipple. 
The coupler will not detach from the 
air hose accidentally. Lincoln Engi- 
neering Co. 


Circle No. 1 on Reply Coupon 





Circle the number on the coupon on next page which 
corresponds to the one that appears at the end of the 


item in which you are interested 

Fill in your name, address, etc 

Clip the coupon. 

Mail it to the Readers’ Information Service, NATION 
AL PETROLEUM NEWS, 330 W.42nd St., New York 36, 
N. Y. This department will forward your inquiry to the 
manufacturer. 
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Rubber Lubricant Kit 


A kit which makes the handling of 
rubber lubricant more convenient and 
economical has been introduced. The 
durable, shock-resistant molded kit 
has a capacity of 1% quarts and is 
handy to carry from job to job. In- 
cluded are a specially designed brush 
for cleaning and dressing all colors of 
rubber and an applicator for tire and 
tube lubrication. American Grease 
Stick Co. 


Circle No. 4 on Reply Coupon 





Movable Loading Dock 


A portable loading dock eliminates 


the need for building additional im- 
movable dock facilities. Available 
with a 60 or 70-in. width, in six ca- 
pacities from 4,000 to 16,000 Ib., the 
dock comes in fixed wheel or hydrau- 
lic lift models. It can be wheeled up 
to any freight car, truck or trailer and 
permits loading from the ground level. 
Construction is of lightweight magne- 
sium raised diamond surface plate. 
Penco Engineering Co. 

Circle No. 5 on Reply Coupon 





Portable Pallet Rack 


A double-decker pallet rack is said 
to increase space utility by as much 
as 50%. The unit has slip-fitting posts 
and the bottom pallet can be set in or 
removed from rack with a fork truck, 
or the rack and pallet can be picked 
up and moved as a unit. The new rack 
permits block storage and can be 
used where material is being proc- 
essed to provide stacking of two pal- 
lets instead of one. Posts are available 
in any desired length. Paltier Corp. 


Circle No. 6 on Reply Coupon 
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Towing Tractor 


A field-tested heavy-duty towing 
tractor has a maximum draw bar pull 
of 7,500 Ib. Standard equipment in- 
cludes an 82-hp engine with fluid 
coupling, planetary type drive axle, 
four-wheel brakes, complete tire inter- 
changeability, one-piece hinged hood 
and full front fenders and running 
boards. This rounds out that manu- 
facturer’s towing tractor line, which 
includes units in capacities from 500 
to 12,000 Ib. draw bar pull. Clark 
Equipment Co. 

Circle No. 7 on Reply Coupon 


Spark Plug Indicator 


The car owner as well as the me- 
chanic can see how his spark plugs 
are firing with a new plug indicator 
which features a deep well spark view 
chamber. Easy-to-read dial and “flip- 
flop” connector arm speed the check- 
ing process. The indicator can be used 
in conjunction with the dealer’s present 
spark plug cleaner. AC Spark Plug 
Division. 


Circle No. 8 on Reply Coupon 





Automatic Hand Brake 


An automatic hand brake stops 
floor trucks instantly and safely when 
the operator removes his hands from 
the control bar. The control bar is 
located on the push handle. The brake 
holds the truck securely, releasing 
when the operator exerts pressure on 
the control bar. Speed also can be 
regulated by pressure of the grip on 
the control bar. The brake is adaptable 
to floor trucks of any style. Towsley 
Trucks, Inc. 


Circle No. 9 on Reply Coupon 
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W. W. Stake 


Walter W. Stake and Allen O. 
Dragge have been named managers 
of the East and West Coast districts 
respectively for A. O. Smith Corp. 
Mr. Stake, formerly assistant general 
sales manager for the Permaglass- 
Heating division, will replace the late 
Russell J. Irish. Mr. Stake joined the 
company in 1946 and Mr. Dragge, 
formerly in the securities business, be- 
came associated with A. O. Smith in 
1947. 


A. O. Dragge 


Roger Vannelli E 
has been appoint- — 
ed by Marlow 
Pumps as district 
engineer for a 
three-state area 
covering Vir- 
ginia, West Vir- 
ginia and North 
Carolina. He will 
make his head- 
quarters in Ra- 
leigh, N.C. Mr. 
Vannelli joined the Marlow organiza- 
tion in 1951 and served as an office 
sales engineer and a representative in 
the New England territory. 
o 


C. D. Barclay, formerly with the 
Ralston Purina Co., has joined Econ- 
omy Equipment Co. of St. Louis as 
sales engineer. 





R. Vannelli 


A. T. Dewees, formerly sales man- 
ager of the Le-Hi division of Hose 
Accessories Co., Philadelphia, has 
been named sales promotion and ad- 
vertising manager for the Le-Hi and 
Champ divisions. Fred Starr was ap- 
pointed general sales manager for both 
divisions. 

s 

R. B. Thompson has been appointed 
assistant general manager of manu- 
facture for the American Can Co. 
Previously manager of manufacture 
for the Atlantic division, Mr. Thomp- 
son has been with the firm 31 years. 
He will be replaced in the divisional 
post by A. de Genaro, formerly his 
assistant. 








John M. Harris and William O. 
Corfield have been appointed district 
sales managers for Ebco Manufactur- 
ing Co. Mr. Harris’ territory will in- 
clude southern Illinois, Missouri, Kan- 
sas, Nebraska and western Tennessee 
and Mr. Corfield will serve in north- 
ern Illinois, lowa, Wisconsin, Minne- 
sota and the Dakotas. 


Joseph H. Pe- 
reue has been 
elected vice presi- 
dent for sales of 
Bear Manufac- 
turing Co., Rock 
Island, Ill. He 
was vice presi- 
dent of Manbee 
Equipment Co., a 
firm purchased 
by Bear in 1949. 
He continued as 
sales manager of the Manbee division 
until his present appointment. 


John C. Bennett, Utility Trailer 
Manufacturing Co., Los Angeles, 
Calif., has been elected president of 
the Truck-Trailer Manufacturers As- 
sociation, Inc. Other new officers are 
C. L. Schneider, Fruchauf Trailer Co., 
eastern vice president; R. R. King, 
American Body and Trailer Co., west- 
ern vice president; Fred T. Roberts, 
The Budd Co., vice president for asso- 
ciate members, and C. Bradford Shep- 
pard, Strick Co., treasurer. On the 
board of directors are C. W. Alex- 
ander, Lufkin Foundry and Machine 
Co.; Harry Eyler, Trailmobile, Inc.; 
John Andrews, Andrews Industries, 
Inc.; W. E. Grace, Hobbs Manufac- 
turing Co.; C. E. Dorsey, Jr., Dorsey 
Trailers, Inc.; Ralph Veenema, Vee- 
nema and Wiegers, Inc.; Walter C. 
Ronk, Transport Trailers, Inc., and 
E. J. Lucas, Kingham Trailer Co. 


J. H. Pereuve 


Stephen M. 
Murphy has 
joined the sales 
management staff 
of Continental 
Can Co.’s central 
metal __ division, 
with headquar- 
ters in Chicago. 
He joined Con- 
tinental after 24 
years in the sales 
organization of 


S. M. Murphy 
National Can Co. 


* 
Marquette Manufacturing Co. of 


Minneapolis has named two new sales 
managers. Walter G. Schilling, former 
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assistant sales manager, will serve in 
the welding division and Earl S. Os- 
born, formerly export manager for the 
company, will take over sales in the 
battery charger division. 


William Dowd 
has joined Carver 
Pump Co., Mus- 
catine, Ia., as a 
consultant. Mr. 
Dowd has been 
in the pump field 
since early in his 
career. In 1917, 
he became chief 
engineer and vice 
president of the 
company which 
bore his name—Dayton-Dowd Co. 
Since sale of the company in 1945, he 
has been active as a consultant in the 
field. 





Wm. Dowd 





W. S. Miller C. F. Campbell 


New district representatives for 
Gorman-Rupp Co. in the midwestern 
states and east central district respec- 
tively are William S. Miller and C. F. 
Campbell. Mr. Miller has had six 
years’ experience in pump engineering 
and sales. Mr. Campbell, who will live 
in Mansfield, Ohio, location of the 
Gorman-Rupp home office, has been 
with the company since 1946. 


Louis Wozar has been named presi- 
dent and general manager of Dayton 
Pump and Mfg. Co. He replaces 
Frank M. Tait, founder of the com- 
pany in 1908, who was elected chair- 
man of the board. 


Edgar H. Francois has been ap- 
pointed sales manager of replacement 
products for AC Sparkplug Division 
of the General Motors Corp., replac- 
ing John C. Hines, who gave up his 
post because of poor health. Mr. Hines 
will assume an important post with 
AC after returning from his health 
leave. Mr. Francois joined AC as a 
territory salesman in 1934 and be- 
came Mr. Hines’ assistant in 1951. 
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Te@)Nke -: - - interpreting the oil news 


Midwest 


By Leonard Castle 


Temperature Correction 


Officials of the recently opened 
International Refineries at Wrenshall, 
Minn., outside Duluth, point out they 
are “taking nothing away from the 
jobbers” in adopting a new basis for 
temperature correction on deliveries 
from Wrenshall. 

Instead, they explain, they merely 
are adding a new method which will 
benefit those jobbers who ship from 
Wrenshall. Jobbers purchasing from 
other terminals or refineries in Min- 
nesota still have the choice of buying 
either on the popular volumetric sys- 
tem or the old temperature correction 
basis. 

Reasons why International Refin- 
eries sought the new method were 
explained by Walter Baskerville, vice 
president, and Tom Murphy, sales 
manager, of Western Oil & Fuel Co. 
International is a wholly-owned sub- 
sidiary of Western. 

Because the Wrenshall plant has in- 
sufficient cooling equipment, Inter- 
national obtained authority from the 
Minnesota Commission of Taxation 
to institute a new system of billing 
under which billing is adjusted to the 
average temperature for the state for 
each month. 

Not only are jobbers given the op- 
portunity of purchasing on a new 
basis, they say, but there is not a 
15-degree difference in the average 
temperature between southern and 
northern Minnesota, as some indus- 
try sources contended. 

Actually, the difference is a matter 
of only a few degrees, it was decided 
at a hearing before the taxation com- 
mission. 

Under the commission’s ruling, 
temperature of products shipped from 
Wrenshall will be adjusted to these 
temperatures for each month: Janu- 
ary, 18 degrees Fahrenheit; February, 
20; March, 28; April, 38; May, 52; 
June, 60; July, 66; August, 68; Sep- 
tember, 62; October, 52; November, 
38, and December, 32. 

International’s request for the new 
type of billing was supported at the 
commission hearing by H. F. Horn- 
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ing, secretary of the Northwest Petro- 
leum Assn., who declared, “I believe 
this request should be granted, I really 
do.” 


Price Sign Law 


Directors of the Northwest associa- 
tion decided to sponsor a bill in next 
year’s Minnesota legislature to out- 
law misleading price signs, such as 
“Gasoline, 3¢ Less!” As pointed out 
by one director, just what does such 
a sign mean? Three cents less than 
what? 

Also in the same category are signs 
which advertise in large letters and 
numerals the price without the tax, 
and then have the tax listed in tiny 
script underneath. 

“Such a law would help to prevent 
price wars,” said one director at the 
board meeting. “In many cases, the 
signs are more irritating to the com- 
petition than the actual price cuts.” 

Mr. Horning told the directors he 
had talked with some members of the 
assembly and believed the bill had a 
good chance of passage. 

Drive for members—The Northwest 
association also is opening an all-out 
membership drive in an effort to sign 
up every Independent oil distributor 
in Minnesota between now and 
April 1. 

At the suggestion of Fred Meyer of 
Rapids Tire Service at Grand Rapids, 
Minn., the board was divided by lot 
into two “armies,” one to cover the 
southern half of the state, the other 
the northern section. The armies are 
headed by Myles Hall of Duluth, as- 
sociation president, and Tom Gemlo 
of Minneapolis, vice president. 

During the 242 months of the con- 
test, the directors will attempt to call 
personally on every known jobber 
who is not a member of the associa- 
tion. As one oil man to another, the 
directors will present a sales talk to 
the prospects outlining in detail the 
advantages of association member- 
ship and what the association has ac- 
complished for its members, in dol- 
lars and cents, during the past year 
or two. 

On April 1, when the spring board 
meeting is held, the winning “army” 
will dine on steaks. The losers will be 
fed a plate of baked beans and Mr. 
Horning insists that the contest rules 
as regards the dinner will be strictly 
observed. 

The Northwest directors also de- 
cided to sponsor a “coffee bar” for 
members at next year’s convention. 
The coffee service will be located in 
a downstairs room near the convention 
hall. Some members of the board will 


NATIONAL PETROLEUM NEWS * 


be present in the coffee room at all 
times. Association members will be 
invited and urged to visit the room, 
have a cup of coffee or two, and dis- 
euss any problems or suggestions with 
the officers and directors. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


New Name, New Business 


The 150-outlet, northern New Jer- 
sey gasoline distributing team of Law- 
rence P. Marron and Joseph T. Foley 
is expanding its operations coincident 
with a switch in suppliers. 

It'll market Calso instead of Amer- 
ican Oil Co. products, beginning 
March 1, and add outlets in New 
York State. 

The Home Oil Company, Passaic, 
N.J., of which Mr. Marron has been 
president and Mr. Foley vice presi- 
dent and treasurer, was liquidated as 
of Jan. 31, and replaced with a partner- 
ship, the Home Oil Co. 

A second new, and similarly named 
partnership, will operate in New York 
State. It will add locations in New 
York’s Rockland County and more 
northerly territory to the Marron- 
Foley chain of outlets. Most of those 
are distinguished by tile exteriors and 
stainless steel marquees, and known 
as Home Servicecenters. 

Thirty-eight stations in New Jersey 
owned by the former Home Oil Com- 
pany have been bought by the Cali- 
fornia Oil Co. (Calso), to be leased 
back to Mr. Marron and Mr. Foley, 
according to usually reliable trade 
sources. 

However, Mr. Foley told NATIONAL 
PETROLEUM News last week “no such 
contract has been signed.” 

Home Oil has a 1,200,000-gal. barge 
terminal at Passaic. 


No Change in Methods 


The fact that California Oil Co. is 
the prospective lessee of six of the 
New York Thruway’s future service 
stations, by virtue of top offers in 
recent bidding, doesn’t mean that the 
company is moving into direct mar- 
keting. 

“On the contrary, we're sticking to 
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REGIONS 


our basic policy of marketing through 
independent distributors,” emphasizes 
E. W. Endter, president of Standard 
of California’s eastern refining, trans- 
porting and marketing arm. 

While California Oil probably will 
put its own employes in the Thruway 
stations, Mr. Endter says, it plans “to 
pay” local distributors to deliver prod- 
uct to the locations. 

The stations will be supplied through 
two, perhaps three distributors. 


Oil Man Leads Fish Hunt 


An oil man who’s made a name for 
himself as a big-game fisherman is 
going to lead an extended scientific 
fishing expedition in the Pacific waters 
off South America. 

He is Lou Marron, chairman of 
Coastal Oil Co., Newark, N.J., an 
independent primary supplier, and a 
brother of Lawrence P. Marron, Home 
Oil Co., Passaic, N.J. 

For six months out of each of the 
next five years, he and his wife, Mrs. 
Eugenie Marron, and two friends, Mr. 
and Mrs. John Manning, Los Angeles, 
will do the fishing for the Lou Marron- 
University of Miami South American 
Pacific Expedition for Billfish Re- 
search. 

Mostly, they’ll be after marfin and 
broadbill swordfish. But they'll take 
also specimens of various large and 
commercially important fish, includ- 
ing big-eye tuna. 

Scientists of the university's marine 
laboratories, who'll also be aboard 
their specially built 40-ft. cruiser, will 
study the habits and life cycles of the 
fish. 


Federal Tax Opposed 


Maryland marketers are registering 
strong disapproval of a proposal intro- 
duced in their state legislature (H.J. 
Res. 1) memorializing Congress to 
assure the 48 states at least $900 mil- 
lion annually in federal aid road funds. 
Since this approximates the total real- 
ized from the 2¢ federal gasoline tax, 
they see the proposal as just another 
attempt to tie federal aid to the gaso- 
line tax. 


Oil and Agriculture 


The New Jersey Oil Industry Infor- 
mation Committee is moving closer to 
the farmer. 

It was encouraged to do so last year 
after staging a dinner, in conjunction 
with New Jersey Farmers Week in 
Trenton, for county agricultural agents 
and farm leaders. 

For this year’s Farmers Week, the 
committee picked up the tab for a 
regular feature of the convention, the 
delegates luncheon on Jan. 26. 


This drew nearly 300, county agents 
and farm leaders, in addition to the 
delegates. It also drew such guests as: 

The State Secretary of Agriculture, 
the President of the New Jersey Farm 
Bureau, the Master of the New Jersey 
State Grange and the President of the 
State Board of Agriculture. 

“Interdependence of Oil and Agri- 
culture” was discussed by M. C. En- 
right, manager of Gulf Oil’s farm 
marketing department. 


Pacific Coast 


By Frank Breese 


Supply Solution 


A proposal that Gulf Coast gasoline 
surpluses be imported into California 
and that foreign crude imports be 
reduced proportionately was made 
informally by L. L. (Red) Aubert, 
president of the Bankline Oil Co., an 
integrated, non-major company head- 
quartered in Los Angeles. 

Speaking before the California 
Petroleum Press Club, Mr. Aubert 
said, “If we’d quit importing crude 
and would import gasoline, we would 
be in good balance.” He explained that 
much of the foreign crude was im- 
ported for manufacture of gasoline 
because of its high gravity. 

He said, however, that he can’t tell 
whether that’s likely to happen. A 
small company, Bankline faces the 
problem of ever-mounting middle dis- 
tillates, just like the majors and all 
companies, he said. 


Another Competitor 


Still another marketer with ambi- 
tions in the Pacific Northwest is Sun- 
set Oil Co., Los Angeles. Sunset sells 
petroleum products there now, with 
Washington activities pretty much lim- 
ited to Seattle and Tacoma. 

Sunset said it intends to extend its 
retail outlets into all parts of Wash- 
ington state. Plans call for doubling 
the present number of retail service 
stations in the Seattle-Tacoma area, 
said Sunset. 

If Sunset crosses the Cascade Moun- 
tains, it’s going to get into the rugged 
battle for markets already shaping up 
with the westward push of Rocky 
Mountain marketers into eastern 
Washington. 
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Tide Water Expanding 


Tide Water Associated reported an 
expansion program in the Pacific 
Northwest. 

Associated will build nine more 
bulk storage tanks with 115,000-bbI. 
capacity, a bulkhead to provide out- 
door storage space and additional, 
faster tanker unloading facilities. 

Associated plans to put one of its 
new supertankers on the run to the 
Northwest. Now under construction 
in Maryland, it will be able to haul 
131,000 bbl. 

Construction on storage improve- 
ments will begin within a month and 
will be completed before the end of 
the year, said Joseph D. Cardoza, 
Washington district sales manager. 


Plea for Conservation 


Richfield Oil Corp., Los Angeles, 
has fired another shot in its campaign 
to attract support for oil conservation 
legislation. 

Richfield President Charles S. Jones 
has sent a letter to industry executives, 
newspaper and magazine editors and 
publishers, and civic leaders, deploring 
oil waste. He also sent copies of a 
speech by David E. Faville, professor 
of marketing in Stanford’s Graduate 
School of Business, on “the vital im- 
portance of the kind of conservation 
we are urging. 

“California thus far has produced 
nearly 10 billion barrels of oil—and 
has wasted at least 10 billion barrels,” 
wrote Mr. Jones in his letter. 

“Waste has consisted of leaving the 
oil in the ground unrecoverable by 
any economic means now known, be- 
cause of the dissipation or misuse of 
the underground energies which are 
necessary to bring oil to the surface,” 
wrote Mr. Jones. 

“This sort of waste continues,” he 
said, “and represents a loss not only 
to the economy of the state but to all 
of us as individual citizens. Actually, 
it is real money out of the pockets of 
everyone. 

“The modern concept of conserva- 
tion of any natural resource was 
recently stated by President Eisen- 
hower in two words: ‘wise use.’ In 
the case of oil production, this means 
wise use of the underground energies. 
It means following methods and prac- 
tices in the production of oil from 
each pool or reservoir which will re- 
sult in the greatest ultimate recovery 
from that reservoir. 

“Our whole objective is public sup- 
port for proper means which will 
eliminate physical waste, prevent dis- 
sipation of reservoir energies, and 
increase efficiency through improved 
methods in the production of oil.” 
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Can you name the year? 


it was the year when President William McKinley was assassinated .. . 
when there was a panic in Wall Street . . . 


when Carry Nation made her first raid on a saloon in Wichita, Kansas. 


We have a special reason for remembering 
this year, for on January 10th the oil well 
“Spindletop” roared in near Beaumont, 
Texas, and the Gulf. Refining Company 
was born. 

If you guessed the year as 1901—you’re 
right. 


There have been a lot of changes and a 





lot of progress since then, both for Gulf 
and the entire oil industry. Through the 
years, petroleum has made an immeasur- 
able contribution to America’s standard 
of living. 

We at Gulf feel certain that this contri- 


bution will be still greater in the years 
ahead. 
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EDITORIALLY SPEAKING 


It’s plainer to see now that there’s nothing at 
all spontaneous about the so-called meeting of 
independent oil unions in Philadelphia on Feb. 15, 
at which they are to consider the idea of merging 
into a single large union. 

Clearly, what is actually intended to happen 
is a gobbling up of the independents by the Oil 
Workers International Union, of which O. A. 
(Jack) Knight is the president. Knight has sought 
to make it appear otherwise; to make it seem as 
though this thing is the result of a ground swell 
of opinion among the rank and file of independents 
the country over. 

‘In keeping with his intent, the head of the 
OWIU has professed merely to applaud the call 
to the Philadelphia meeting. That is quite in con- 
trast with the direct approach used in prior years. 

In 1951, for example, Knight actively cir- 
culated among independent unions “An offer and 
an invitaton . . . TO BUILD A STRONGER 
UNION OF OIL WORKERS,” either by joining 
up under OWIU’s flag or (second choice) merging 
with OWIU to form “a distinctly new union.” And 
a history of OWIU, published in 1950, recounts 
how Knight, in his presidential message to the 
1948 convention, expressed interest in affiliation 
for independent unions that represent employes in 
the “standard” (major) companies’ plants. 

This is the history which, not so incidentally, 
also has the following to say of these independ- 
ents: 

“(They are) the one-third of the industry that 
awaits another great drive by OWIU. Such a cam- 
paign will require the union’s determination to get 
the job done, backed by a favorable attitude in 
the nation, brilliant organizing strategy and finan- 
cial resources demanding sacrifice by all union 
members.” 

Past strategy having not turned out so bril- 
liantly, it is apparent that Mr. Knight is now 
resorting to the tactic of envelopment by-flank-and- 
in-force. 

There was to be first the call to a meeting issued 
by the heads of certain independent unions—with 
OWIU’s hand nowhere apparent (except that the 
plan for the “call” was developed during a meet- 
ing in New York of Mr. Knight’s National Coali- 
tion of Oil Workers Unions). 

Second, the call was to be general in its terms 
(except that tucked away within it was a phrase 
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Idea of Union Merger Didn’t Just Happen 


saying that any union represented at Philadelphia 
would commit itself thereby as approving “merger” 
in principle). 

Third, this was to be a meeting of independents 
only, with Mr. Knight appearing to sit on the 
sidelines in a brotherly role (and, altogether in- 
nocently, just happening to send a 35-member 
delegation to the Philadelphia assembly, and also 
to make his public relations chief available for 
the drafting and dissemination of such announce- 
ments as might come from the meeting). 

Why Knight should have hit upon this round- 
about approach and chosen to use it at this 
particular time is not hard to imagine. This next 
April he goes to Paris for what he obviously means 
to make the crowning achievement of his career, 
thus far—the organization of a world-wide Inter- 
national Federation of Petroleum Workers. And 
what greater Feather in his cap than to be able to 
stand before the founding convention as a man 
fresh from his greatest domestic triumph. 

Whether Knight will so appear before the “Con- 
stituent Congress” in April remains to be seen. 
One fact does stand out, however. That is that, so 
far at least, the independent unions have been 
smart enough to see—to know—to realize—to ap- 
preciate—that they would gain precious little by 
tying up with OWIU, which has yet to catch up 
to a lot of their benefits. 

Because it is a demonstrable fact that the bene- 
fits extended by oil companies who bargain with 
independent unions excel those of companies who 
are represented by “monopoly” unions (for ex- 
ample, OWIU) in petroleum and other industries. 
Knight wouldn’t deny that the oil industry has 
outdistanced most every other industry on wages, 
but he glosses over the fact that the progressive 
benefits enjoyed by the independents with respect 
to vacation arrangements, annuity and insurance 
plans, savings plans, sick leave arrangements, etc., 
are generally better than those of workers organ- 
ized by OWIU. And he never mentions that most 
of these benefits go back to 1920—before there 
was an OW]U—and none of them were “started” 
by OWIU. 

There is the further fact that the independent 
unions take just pride in the independence that 
goes with being independent. That they will not 
surrender their independence easily we are firmly 
convinced. 
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Winter Trend Rules U.S. Oil Markets 


By Frank Holman, NPN Staff Writer 


A winter trend ruled oil price developments 
in the nation the past week: 


Heating oil prices firmed with cold-weather 
demand; 


Gasoline prices slipped 0.2¢ along the Atlantic 
seaboard; and 


Grade 26-70 Natural Gasoline quotations fell 
a total of 0.5¢ per gal. at Mid-Continent shipping 
points. 


Another record weekly drop in the nation’s distillate 
stocks brought higher prices for these fuels last week along 
the East Coast and in the Chicago District wholesale mar- 
ket. At the same time, there was developing tightness in 
Nos. 1 and 2 fuel oils at many great Lakes Pipe Line 
terminals. 

Except for Avgas, gasoline was weak in all markets and 
price cuts of 0.2¢ were put into effect along the northeast 
seaboard by virtually all principal marketers. Barge gasoline 
prices also were down at New York harbor. In the interior, 
however, where some traders were “afraid” to find out 
what gasoline would sell at in open market, no reductions 
were made. Product remained readily available at most 
Great Lakes Pipe Line terminals at “0.375¢ off” and with 
no buying interest disclosed. 

Prices for 95 oct. premium-grade gasoline dipped 0.25¢ 
at the Gulf when one refiner wired prospective customers 
offering several cargoes at 12.75¢. 

Distillate Prices Point Upward—vVarying increases in 
the Atlantic Coast states heating oils—0.3¢ by Socony- 
Vacuum and 0.2¢ by Esso Standard and Atlantic Refining 
—tended to level off when Socony and others said they 
were meeting lower competition where they found it. 

There were no advances reported in Gulf Coast cargo 
distillates, but strength there was pointed up by the fact 
that a large refiner bought 100,000 bbls. of kerosine at 
New York after finding nothing for an early tanker posi- 
tion at the Gulf. 

Demand for light fuels continued strong at all inland 
water terminals. At Chicago, where river terminal oper- 
ators still have another month to go before barges can pass 
through Dresden Island locks in the Illinois river, prices 
for range oil and No. 2 fuel moved up another 0.125¢. 

Several trade sources said the distillate supply situation 
at a number of GLPL Terminals was fast turning into a 
“real” problem for a number of shippers. Two large refiners 
were unsuccessful in locating Nos. 1 and 2 fuels at several 
terminal points even though their needs were relatively 
small—just enough to tide them over until in-puts would 
arrive in two to three weeks. In turning to tank cars to 
supplement supplies in northern areas, they foresaw a 
prolonged cold wave possibly snarling rail traffic as has 
happened under similar conditions in previous winters. 

Heavy Fuel Position Varies—Residual fuel’s position 
differed widely in various marketing areas. Several sources 
said No. 6 prices at Boston were being “shaded” up to 10¢ 
bbl. and two suppliers said they had lost customers to “cut- 
price” competition. Another source, however, disclosed 


48 


a purchase of 20,000 bbls. of low-sulfur bunker “C” fuel 
at a “premium” price of $2.10, FOB lower Mississippi 
plant. 

With barges cut off from Chicago’s big consuming mar- 
ket, heavy fuel became tight. While no price increases were 
reported by local suppliers, refiners generally were holding 
material for their regular customers only. River terminal 
operators said demand was making deep inroads into their 
inventories, one disclosing he had been “forced” to halt 
sales to brokers to conserve his supplies of Nos. 5 and 
6 fuels. 

Even though gasoline has been subject to a long-standing 
weakness, The Texas Co., again low bidder to supply the 
Chicago Transit Authority with its yearly supply of regular- 
grade gasoline, bettered its last year’s price. The com- 
pany’s proposal covering approximately 12,000,000 gals. 
over 1954 was 12.289¢, less 1% for 10 days, compared 
with its price of 11.96¢ per gal. on its present contract 
expiring Feb. 15. 

Volatile Products Unsettled—Despite an unsettled mar- 
ket for liquefied petroleum gases, some suppliers advanced 
their spot and contract prices 0.5¢ gal. from 4¢ to 4.5¢, 
Group 3. Others were fearful that the now prevalent “door- 
bell ringing” to stimulate sales revealed an undercurrent 
of easiness, and made no changes in their prices. 

Prices for Grade 26-70 natural gasoline were off 0.5¢ 
by midweek to range from 5 to 5.125¢, FOB Group 3, and 
from 4.5 to 4.625¢, FOB Breckenridge, Texas. 


Retail War Threat In New Jersey—In another attempt 
to bring to an end the continuing price war in their area, 
service station operators in nine northern New Jersey 
counties who are members of New Jersey Gasoline Retail- 
ers Assn. & Allied Trades, Inc., said they were reducing 
their regular-grade gasoline prices 5¢ from 21.9¢ to 16.9¢ 
gal., effective Feb. 1. 

With tank wagon reductions by most suppliers from 
15.4¢ to 15.2¢, also effective Feb. 1, dealers’ margin of 
1.7¢ was “just enough to cover rent,” according to Charles 
Rabig, president of Union County Gasoline Dealers Assn. 
Above prices do not include 5¢ state and federal taxes. 

Retail price cutting in gasoline also broke out again in 
East Hartford, Conn. after several months of quiet. Prices 
at “about half a dozen” stations slipped an everage of 3¢ 
gal. to 17.9¢, and trade sources said that prices for regular 
at some stations handling major brands dropped to the 
same level as private brands. 

Meanwhile, no “dealer assistance” was reported to have 
been put into effect, with tank wagon holding generally 
at 15.8¢. Prices were restored to “normal” of 20.9¢ late 
last November. Above prices are ex 6¢ state and federal 
taxes. 


Atlantic Coast 


Prices Pursue Winter Trends 


Typical winter trends were apparent in eastern terminal 
prices the past week, for heating oils ranged higher and 
gasoline eased. 

Kerosine, No. 2 fuel, and Diesel oil prices generally 
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were 0.2¢ per gal. higher at eastern terminal and refinery 
points from Boston to Baltimore. At New York harbor, 
kerosine in barge lots was offered generally at 10.9¢ gal., 
and No. 2 fuel at 9.9¢. However, the general increase of 
0.2¢ in distillate prices was arrived at “indirectly.” Some 
suppliers at first boosted their distillates 0.3¢ at New York 
harbor, Philadelphia, New Haven, and upstate New York, 
but subsequently cut back 0.1¢ along the seaboard, and 
in amounts up to 0.3¢ inland. The result was that prices 
at Albany ranged at one time as high as 10.6¢ for No. 2 
fuel, but later fell back to 10.3¢ for tank car lots. 

Socony-Vacuum’s move pointed the way to lower gaso- 
line quotations at many eastern terminals. The company 
reduced its wholesale prices for regular-grade 0.2¢ through- 
out New England and most middle Atlantic states at all 
levels of delivery. For tank car lots, regular-grade quota- 
tions were off 0.2¢ to 14.6¢ at Albany, 14.5¢ at Boston, 
14.6¢ at Portland, and 14.5¢ at Providence. 

Trading was quiet. Suppliers said that most of their 
regular customers filled their distillate tanks at news of 
impending increases in prices. The result was that most 
distillate resellers were for the time being out of the mar- 
ket as far as spot buying was concerned. On the other 
hand, suppliers said they could arouse little or no interest 
in bulk lots of gasoline, and all signs pointed to surplus 
conditions by Spring. 


Western Penna. 


Light Fuel Prices Advance 


Prices for distillate fuels were higher in the Bradford- 
Warren and Pittsburgh districts the last week, but Western 
Penna. refiners’ quotations for other products generally 
were unchanged. 

Lubricating oils for most part continued quiet. Gasoline 
shipments against contracts held up well, according to 
most refiners. Wax remained tight, petrolatums steady. 

Quotations for kerosine and all grades of light fuel were 
up 0.2¢ in the Bradford-Warren and Pittsburgh district, 
and several refiners said they were “short” of these 
products. 

One refiner reported some pickup in buyer interest in 
neutral oils, but other refiners generally said demand for 
all base lubricating oils was slow. Buyers appeared to be 
“shopping around” considerably before making commit- 
ments, according to most reports. Contract shipments of 
branded motor oils, however, continued in good volume. 


Midwestern (Chicago-E. St. Louis Area) 


Light Fuels Tighten in Northern Areas 


Light fueis were tighter last week and prices were firm 
to strong at most northern supply points as cold weather 
kept demand high, according to Midwest refiners and 
open market traders. A purchase of No. 2 fuel for tank 
car shipment indicated some refiners still had “distress” 
distillates on hand, however. 

Reports regarding status of heavy fuels were mixed 
and generally reflected suppliers’ varying inventory posi- 
tions. Gasoline remained soft. 

Both Nos. 1 and 2 fuels tightened materially at all 
Great Lakes Pipe Line terminals. Although at one time 
some sources expected small quantities of No. 1 to go on 
demurrage Feb. | at some points, all of this product was 
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“blotted up”. Two large refiners reportedly were supple- 
menting pipe line shipments of Nos. 1 and 2 fuels with 
tank car shipments from the Mid-Continent. Positions of 
both fuels were expected to remain tight for some refiners 
for another two to three weeks, or about the time it takes 
for product transmitted through the line to reach destina- 
tion. 

Despite this strain on supply at various points, there 
still were some “distress” offerings in open market. One 
buyer reported purchase of sizeable quantity of No. 2 at 
approximately 7¢, Group 3 basis, for resale and added 
seller had an additional 25 cars to sell at the same price. 
Tank car marketers quoted No. 2 from 7.5 to 7.75¢; 
refiners from 8.125 to 8.375¢. 


Little change was indicated in heavy fuels. Some brokers 
said they were anxious sellers of No. 6 at $1.40, Group 3; 
some refiners, on the other hand, said they were in bal- 
ance. Three refiners quoted No. 6 at $1.50. 


Chicago District 


Light Fuels Tighter, Prices Up 


Light fuel oil prices ranged higher in Chicago District 
last week and the trend toward wider spread between spot 
and contract prices was more pronounced as thtse grades 
became increasingly tight in open market. 

Residual fuels also were scarce in open market, giving 
rise to reports that these grades “will have to be imported” 
from other refining districts if consumer demand remains 
at present high level. Gasoline continued easy with no 
buying interest disclosed. 

Range oil was quoted at 11.25 to 11.3¢, up 0.125¢ on 
the low and No. 2 fuel prices ranged from 10.25 to 
10.375¢, up 0.125¢ on both low and high sides. Increased 
tightness in light fuels caused one more supplier, a river 
terminal operator, to withdraw from open market, hoping 
to make his light fuel supply last until Dresden Island 
locks reopen about March 1. General level of contract 
prices for No. 2 fuel on FOB Chicago District basis is 
10 to 10.1¢ (10.6¢ delivered), depending on trucking 
costs. 

Suppliers said residual fuels had become rigidly tight 
and some said product may “have” to be brought in from 
Mid-Continent sources “regardless of price.” One terminal 
operator halted all sales to brokers because of the rapid 
drop in his inventories and fear he would be out of prod- 
uct before additional material could be delivered by barge 


Mid-Continent 


Cold Weather Hikes Heating Oil Use 


A second cold wave hit the Mid-Continent the past 
week, keeping demand for heating oils at a high level. 
Stocks were said to have been reduced substantially, and 
burning oils, particularly Nos. 1 and 2 fuels, were “ex- 
tremely tight” at northern pipe line terminals. Buyers re- 
portedly were more interested in immediate shipment than 
price. 

Bad weather continued to hold back gasoline consump- 
tion and the market throughout the Mid-Continent was 
described as “soft” and “weak.” Several refiners said they 
were cutting runs 10 to 20% because of high inventories. 

While there were reports of some No. 6 fuel available 
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OIL MARKETS 





Summary of Gasoline Prices (Jan. 26 through Feb. 1) 





























Monday Friday Thursday Wednesday Seckey 
Metor Gasoline 93 Oct. (Premium): Feb. 1 Jan. 29 Jan. 28 Jan. 27 Jan. 
N. Tex. (Texas & New Mex. shpt.)........... am. 75-14 .25 (2)18 . 75-14 .25 (2)13 . 76-14 .25 (2)18 .75-14.25 (2)18 . 75-14 .25 
W. Tex. (Texas & New Mex. shpt.)........... 13. y J 
TE, Dem, Cooma SA so oe cdeccsocsvescccne. 3. 5-18.75 18 .5-13.75 18 5-18.75 18 .5-138.75 18 .5-18.75 
Motor Gasoline 90 Oct. (Premium): 
Okla., Group 8 (Okla. shpt.). eS Sy re (8)12 .25-13 .875 (8)12 .25-18 .375 (12 .25-13 .875 (8)12.25-18 .875 )12 25-13 . 875 
Oxkla., Group 8 (Northern shpt.).............. 4)12-18 .125 r 4)12-13 .125 4)12-13 125 4)12-18 . 125 4)12-13 .125 
Midwestern (Group 3 basis) Cetbinaibn deste ues 13.125 i ai ay 12-18 .125 ‘ y12-18 .125 
N. Tex. (Texas & "& New ee SS rere -75(2) 4 ores eh 
6 a ‘exas & New = Bei pncusceccces (2)18-13 .75 as-is. o (2)18-13 .75 ons 7 ba 
uek Tsp.) ss Caen edbesexscadechs 3-138 3-13.25 13-13 .25 3-13 .25 
Can ow. Tex. (Truck Tnsp.).........ese00. 
Motor Gasoline 84 Oct. (Regular): 
Okia., Group 3 (Okla. Um ahaa ne ewan ete due 11.25-11.875(4)  (4)11.25-11.875(4) (4)11.25-11.875(4) '4)11.25-11 .375(4) 11 .25-11 .375(4) 
oO Group 8 (Northern shpt.).............. 6)11-11.875 (2) 6)11-11.875(2) 6)11-11.875(2) caret ee) tele ro al 
M (G enwekhinks 44 bakes (6)11-11 .875 6 )11-11 .375 5)11-11 .875 (uI-L - 
N. Tex. (Texas & Rew Mex. shpt.)........... (8)11.75-12.7 @)11. 15-12 .7 11. 75-12. 1 he Hy 7 
W. Tex. (Texas & New Mex. shpt.)........... 11.75-12. 11.75-12 .25 11.75-12 .25 ge Teae ‘bs on: 15-12..25 
E. Tex. Se DS cccccnneveccocosicces 11.75-12 .25 11.75-12 .25 11.75-12 .25 11.75-12 .25 11.75-12.25 
Oct. ): 
N. Tex. (Texas & New Mex. shpt.)........... 11.75-12 .25 11.75-12.25 11.75-12 .25 11.75-12 .25 11.75-12 .25 
E  * Seay 11.75-12 11.75-12 11.75-12 11.75-12 11.75-12 
Cent. W. Tex. (Truck Tnsp.)................ 11.75 11.75 11.75 11.75 
Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.)................. 10 .25-10. 10 .25-10 .875 10 .25-10 .875 0 .25-10 .875 10 .25-10 .8765 
Okla., Group 3 (Northern shpt.).............. 10; 35-10 6250) 10. tery 625 (3) 10 .25-10 .625 (8) 10 .25-10 .625(8) 10 .25-10 .625(8) 
(Group 8 basis)... ..........065- 0 .25-10. 10. 10.25-10 .625 10. 10 .25-10 .625 
N. Tex. (Texas & Rew eS eee aio: 75-11.8 ane. 76-11. 8 an: 75-11. : (2)10 .75-11.8 (2)10 .75-11.8 
W. Tex. = [pee ‘exas & New Mex. shpt.)........... 1.25-11.5 1.25-11. 11.25-11.5 11.25-11.5 11.25-11.5 
E. Tex. ( DD rddbpbeeee ccvedssees oil, 125 (eyticil. 12s on. 125 ont. is (2)11-11 .125 
Cent. W. Tex. (Truck Tnsp.)................ ll ll 11 
Motor Gosstine $2 Oct. (Premium): 
i Pe Ps os wessecdsaesacedesecees x15-16 .8x 2-16. 15 .2-16.5 15 .2-16.5 15 .2-16.5 
New York harbor, barges..................+. x14 .9-15 .4x 15 .1-15.6 15 .1-15.6 16 .1-15.6 15 .1-15.6 
Dh 6c ebehekence cbc vesetnnteesusss x16 .6-16 .6x 16 .8-16.8 15 .8-16.8 15 .8-16.8 15 .8-16.8 
PS: cc.cancceasbetetceesesdsveescses 14.55-16.3 14.55-16.3 14.55-16.3 14.55-16.3 14.55-16.8 
nc cchethtduececeatunsseeees 5.3 38 3 15.38 15.8 
Motor Gasoline 86 Oct. (Regular): 
New York harbor 18 .45-14.3x 18 .65-14.5 ». gets. ry 13 .65-14.5 18 .65-14.5 
New York harbor, barges 12. x12 .25 12.5 12.5 
Philadelphia x18 .9-14.6x 14.1-14.8 1 14. x 14.1-14.8 14.1-14.8 
Philadelphia, barges. . . . x13. x 14-14.2 4.2 14-14.2 14-14.2 
Baltimore x(2)12.7-14.2x (2)12 .9-14.3 aie. d-id.s (2)12.9-14.3 (2)12.9-14.3 
Baltimore, barges x12.6 12.8 12.8 12.8 12.8 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
92 DS cagtindedaeads ech bedees dene 16 .15-16 .66 15 .15-16 .65 16 .15-16 .65 1E 15-16 .65 15 . 15-16 .65 
Ricntnsnteeaitss ootsreeacien 14.15(2) 14.15(2) 14.15(2) 14.15(2) 14.15(2) 
Western by Oil City: 
SES 14.75-15 .25 14.75-15 .25 14.75-15 .25 14.75-165 .26 14.75-15 .25 
86 Oct. Dictbineeehae<dekahedeesenss 18 .75-14.15 18 .75-14.15 13 .75-14.15 18 .75-14.15 18 .75-14.16 
WwW Penna., Pittsburgh: 
92 DN a. ocean deahuerdeunaeki> tines 15.5 15.5 15.5 15.5 15.5 
SR detsa< cadiswunctsien ce cenase 18.95 18.95 13.95 18.95 18.95 





t “10¢ under Group 3 low,” most refiners and resellers 
in the market.” They pointed to increased demand as 
standby fuel where gas supply has been cut off or cur- 
generally said residual market was in good shape, and 
attributed reports of prices softening to “bearish factors 
tailed, and decreased production due to more catalytic 
cracking and coking plants in operation, and cutback in 
refinery runs to reduce gasoline output. 


Central Michigan 
Supplier Cuts Gasoline Prices 0.25¢ 


One large supplier to the Central Michigan area reduced 
his prices 0.25¢ last week for regular and premium-grade 
gasoline, but refiners generally said they had not met 
the reduction. 

Deep snow and poor road conditions added to refiners’ 
problems of meeting strong demand for light fuels. In 
most instances, refiners said heavy fuel demand kept at 
high level, but one refiner said slackened industrial activity 
in his area had cut his shipments. 

Trade sources said one supplier lowered his prices 0.25¢ 
for regular and premium-grade gasoline to 13.25¢ and 
14.25¢, FOB Muskegon, Holland, Bay City and Elsie. He 
also lowered his prices 0.25¢ at Detroit, to 13.5¢ and 
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14.5¢ for the two grades, respectively. Central Michigan 
refiners’ quotations for 84 oct. regular gasoline ranged 
from 13.5 to 13.75¢ and for 90 oct. premium from 14.5 
to 14.75¢, FOB Central Michigan. 


Gulf Coast 
Avgas Quoted At Higher Prices 


Principal price move at the Gulf the past week was 
boost in quotations for aviation gasolines. At the same 
time, motor fuel prices weakened, while light and heavy 
fuel prices continued firm. 

Aviation gasoline prices were reported 0.25¢ higher 
at 19.75¢ for Grade 115/145, 18.25¢ for Grade 100/130, 
and 17.25¢ for 91/96. The stronger trend in avgas prices 
was attributed to reduced production resulting from the 
lower lead content of current manufacture, plus the fact 
that at least one major refiner was “tight” on supplies and 
a potential buyer of supplemental cargo lots. There also 
were reports that some refiners who had “borrowed” avgas 
from other refiners, expecting to repay in kind, were anxi- 
ous to pay in cash to preserve their own supply position. 

It was the lead situation mainly that tightened up avi- 
ation supply, and the outlook was entirely different for 
motor fuels, which were in substantial surplus. Quotations 
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NPN Gasoline Index 


(cents per gal.) 
Dealer T.W. Tank Car 
Feb. 1 16.19 12.40 
Month Ago 16.26 12.46 
Year Ago R 15.25 11.63 





Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refinehies or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











for 95 oct. premium gasoline slid 0.25¢ when a large 
Independent quoted 12.75¢, wiring this price to a number 
of prospective buyers. While there was no change reported 
in quotations for regular-grade, trade estimates were that 
bids “well below 10.75¢,” the current low, would bring 
out ample supplies. It was pointed out that motor fuel 
stocks held by Gulf Coast refiners exceeded those of a 
year ago by almost 21%. 

Heating oil trading was quiet, and reports were that 
only about three or four cargo lots of No. 2 fuel were 
offered for early lifting. Kerosine probably was tightest 
product of all. 


Wafra Reports Stir Trade Interest 


By Halsey Peckworth, NPN Staff Writer 


New York—There’s strong possibility that Wafra crude 
oil from Neutral Zone in Middle East shortly may appear 
in all U. S. coastal refinery markets. Reports, which lack 
confirmation, are general in the oil and shipping trade that 
one shipload will go to the Gulf Coast, one to the East 
Coast, and one to California. 

One tankerload of Wafra oil already is on the way to 
the U. S. A second cargo is due to load on Feb. 11. And 
the third cargo will lift in March. 

The development of Wafra oil “invading” all three 
coastal refinery markets in quick succession became a 
possibility on recent reports that a supertanker had been 
chartered for Neutral Zone-California voyage. 

But, the greatest stir in the oil trade was caused by 
the coals-to-Newcastle concept that Middle East crude may 
shortly land on the shores of Texas. 

Details of the U. S. shipments of Wafra crude to date 
have been carefully guarded. The ocean chartering trade 
for the most part has listed the recent movements of 
Wafra crude under the heading of “private fixtures,” which 
means they do not appear in the regular reports of tank 
steamer agents. 

However, the unconfirmed reports are: 

The tank steamer LIFJORD was fixed for Neutral Zone- 
to-Houston voyage at $8.36 per ton (USMC minus 
42% %), January loading. This rate figures about $1.19 
per bbl. for 24 degree Wafra oil. 

FRENCH CREEK, U. S. flag tanker, also was fixed 
for lifting in Neutral Zone, the charterer having the option 
to discharge either on the Gulf Coast or the East Coast, 
North of Cape Hatteras. The rate for this February loader 
reportedly is $6.99 per ton (USMC minus 45%), if East 
Coast discharge; $7.28 (USMC minus 50%), if Gulf Coast. 

The BEA, which will load in March, will move to Los 
Angeles at the rate of $8.15 per ton (USMC minus 50%), 
according to reports. 
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Of the three cargoes, the first two are “mystery” destina- 
tions. The cargo aboard the LIFJORD reportedly will un- 
load at an Independent's refinery in Houston. At least, 
this refiner has said, “We may take it if the price is right.” 

The cargo aboard the FRENCH CREEK, some sources 
say, will discharge at New York harbor for eventual trans- 
shipment by barge to the Great Lakes when the New 
York state canal opens on April 1. This is sheer guesswork, 
for the charterer himself has not stated his unloading 
option—Gulf Coast or East Coast—and he apparently has 
until Feb. 11 to make the choice known. 

The BEA cargo will go to the West Coast refinery of 
one of the producers of Wafra, it is said. 

Price reports on Wafra crude have been as difficult to 
confirm as shipping instructions, but trade sources say it 
is obvious that “something new” has been added to the 
supply picture in the Persian Gulf. 

It is known that Gulf Coast refiners have been interested 
in this crude on a “duty paid in Houston” price basis. In 
order for Wafra oil to compete in Houston with West 
Texas sour oil delivered by pipe line, the price could be 
no higher than about $2.76 per bbl., delivered the Gulf. 
Some sources estimate that the netback price in the Neu- 
tral Zone “probably” would be in the price range of 
$1.45 to $1.50 per bbl. 

The nearest production to the Neutral Zone—at Kuwait 
—currently is posted at $1.72 per bbl. for 31-31.9 degrees 
API gravity. 


Some Suppliers Advance Propane Prices 


Tulsa—If liquefied petroleum gas prices are in for gen- 
eral 0.5¢ boost in Midwest, it will be only after several 
major producer “holdouts” change their minds. This is 
consensus of reports from Mid-Continent where several 
suppliers recently advanced their prices for propane by 
0.5¢ gal. 

“There’s too much supply,” is general comment. And, 
some sources say, there are too many sellers “ringing 
doorbells” to sell spot propane. 

Past week, three major producers notified their custom- 
ers of increase in their spot and contract prices for pro- 
pane, mostly from 4¢ to 4.5¢, Group 3 basis, effective end 
January. It also was reported that one other major had 0.5¢ 
boost slated for end February. 

On other hand, at least three majors and several Inde- 
pendents said they still were quoting 4¢ propane for 
Group 3 shipments. One added he had “plenty of product” 
to sell at this price. Another said that “back of winter now 
is broken,” adding that increase in LPG prices would be 
“hard to hold” in face of recent decline in natural gasoline. 

There are some reports that sellers at 4.5¢ for propane 
recently have had to buy as much as 300 “extra” tank 
cars per week to meet their contract commitments. But 
most sources say that production of volatiles has expanded 
to point where a surplus “looks certain.” However, a 
prolonged cold spell could change picture, they add. 

Contract prices of principal sellers now range from 4¢ 
to 4.5¢, Group 3 basis, for propane. Butane for most part 
still can be found easily at 4¢, and prices for this product 
are described as “very weak.” 





Crude Oil Prices 


No changes reported in crude oil prices in 
week ended Jan. 30. For complete crude price 
schedules, see P. 48-49 of Jan. 27 issue. 
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in effect February 1 at Refineries and Terminals 


Gasoline 

OKLA., Group 3 (Okla. shpt.) 

90 Oct. Prem............. $)12.25-13 875 
OPO, Bik: <5. cc. 4)11 .25-11.375(4) 
60 Oct. M & below........ 10 .25-10 .875 


SO Oak. POM... cecccescce (4)12-13 .125 
IN ah nixed Ks ean k's (6)11-11 .875(2) 
10 .25-10 .625(3) 


90 Oct. Prom... .......05 (2)12-13 .125 
66 Oot. Rew....0.0.00008 . (611-11 .375 
60 Oct. M & below... ... : 10 .25-10 .625 


N. TEX, (Texas & New Mex. shpt.) 


93 Oct. Prem... . .. (2)18.75-14.25 
90 Oct. Prem... . , 12.75(2) 

(3)11.75-12.7 

11.75-12.25 





(2)10 .75-11 8 


W. TEX. (Texas & New Mex. shpt.) 


tT. ee 13.5 
90 Oot. Prom... . 2.5.2.6 (2)13-13 .75 
84 Oct. Reg tw 11.75-12 .25 


60 Oct. M & below... ||| 11.25-11.5 


E. TEX. (Truck transport lots) 


hpoddwete ees 13 5-13.75 
90 Oct. Prem............ 13-13 .25 
OS ae 13 
. ) aes 11.75-12.25 
pt. SRR pepeeer 11.75-12 
60 Oct. M & below 


(2)11-11 .125 


CENT. W. TEX. (Truck transport lots) 
93 Oct. Prem...... Py 


-; 13.5 
LS eae 13 
84 Oct. Prem............ 12 
82 Oct. R ‘ 11.75 


ARK. (For shipment to Ark. & La.) 


OU» See 12.5 
|. area 11.5 
60 Oct. M & below........ 10.375 


KANSAS (For Kansas destinations only) 
90 Oct. Prem........ .. -W(4)12 25-138 


84 Oct. AY es x11--12 
60 Oct. M & below 10 375-11 .25 


WESTERN PENNA. 


Bradford-Warren: 

92 Oct. Prem........ 15. 15-16 .65 
Gy ORs Ns hic snes abaas 14.15(2) 
Oil City: 

92 Oct. Prem. 14. 75-15 .25 

86 Oct. Reg..... 13. 75-14 .15 
Pittsburgh: 

Seer 15.5 

86 Oct. Reg..... ketal’ 13.95 


Ohio—Quotations of S.0. Ohio for delivery to 
Ohio points: 


OB Oat. Ts ois. ce cies 14.3 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


90 Oct. Prem... . (2)14.5-14.75(3) 

86 Oct. Prem... . awiy gies 

84 Oct. Reg..... (2)13 .56-13 .75(2) 
: 13.25 


82 Oct. Reg... 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose r 
resentatives in all NPN-OILGRAM offices devote their time exclusively 


to reporting oil industry prices everywhere. 


Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 


day or od stated; except Tank W 


ness 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots oni: » 8o designated; FOB 


fineries or terminals; in cents per gal., except 
shown; wax and tf te = in cents 

for crude oil an 

ported as received by OJLGRAM and 
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d 


1 pound, ex all fees and taxes; 
its products lawf % produced! and transported; re- 

: f ational Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


CALIFORNIA 

Los Angeles Dist.: 

Lh ere (2)14.1-18.1 
SO is os cn cccceecs (2)13 1-15 .6(2) 


90 Oot, Premise. s.005...- 1785-18 .6 
BD GOR TERR n ce cscwcccvcese 15 85-16 .1 
San Joaquin Valley Dist.: 

OS eee 17. 85-18 .6 
80 Oct. Reads sumaaboee le 15 .85-16.1 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 


a, ae 9 .9375x 
ere ree 9.975x 
hilt ans ahsotws 9.9375 
58 & above D.I. Diesel.... (2)8.75-9.75x 
on sare (2)8 . 75-9 .375x 
SE 5 wad non cebee ss 8-9 125x 
Ses (2)8 .125-8 .25x 
Ess + 5 oc ehaveee (3)$1 .50-2 .00 


UU ee ere (5)9-9 .25 
42-44 w.w............ (5)9-9 .5 
ao ono oie 6/0004 8 .75-9 .25x 
58 & above D.I. Diesel.... x(3)8.75-9.5 

, 5.” eet ape . (4)8.75-9 .125x 
\ Sf tee rea ae (5)8 .125-8 .5x 
J eee (2)7 .875-8 .125 
Ere (5)$1.50-1 .60x 


MIDWESTERN (Group 3 basis) 


GI Wien oc ciccaccveves (3)9-925 
Sa ‘ (4)9-9 .25(2) 

58 & above D.I. Diesel. . . x8 .75-9 
SSeS 8.75-9x 

5S .UlUU (5)8 .125-8 .875x 
Sees Wd + ais nakassde $1.50(3) 


N. TEX. (Texas & New Mex. shpt.) 





a ers 9.2-10 
42-44 w.w..... i 95 
58 & above D.I. Diesel.... (2)9-9.875 


No. 6 fuel.. (2)$1.50-1.75 


W. TEX. (Texas & New Mex. shpt.) 


GO Ties cc8s ceccwsace 5 
Sh bana oe good 00s 9.75-10.75 
el SS dbs ones sso 9 .25-10 .25 
= | ES (2)9 25-9 .5 
eR ands es is baecee $1.65-1.90 


E. TEX. (Truck transport lots) 


Uk re 9 .5-9.75(2) 
. | ere (2)9 .5-9.6 

58 & above D.I. Diesel... . 8 .75-9 .75 
8 eee eae (4)$1 .50-1.70 


CENT. W. TEX. (Truck transport lots) 


EE an atin rs 0.0.9 sian * 9.5 
58 & above D.I. Diesel... . 9.25 
| 7 eee 85 
| Es, eee $1.65 


KANSAS (For Kansas destinations only 


we Peer ee (4)9 .25-10 .375 
52 & below D.I. Diesel.... 9-9.75 

58 & above D.I. Diesel.... 9-9.75 
Rr eee 8. 75-10 .125 
OO Se eee (2)8 .125-9 .75 
ON OS Se eee $2 .00-2 .25 
Diitekeabas ches .. $1.55-1.75 


and at times all 


ratings. 
re- Service invoice. 
bbl. where $ sign is 


publishing office, 
OILGRAM Price 


posting of firm prices : v 
would quote to the trade in general and which they confine to their 
regular customers onl 
Gasoline ratings are 


ARK. (For shipment to Ark. & La.) 


BGG Dio ec nenccsccseese 9.376 
I 9:0 nie hinin dn ie @ 10.25 
52 & below D.I. Diesel 9 
58 & above D.I. Diesel 9.375 
No. 2 fuel... wistewwees 8.5 
ts is dnd mare’ 60% 8.26 
SEAS.) 4.-wbaeeccese $2.25 
sain. ckbeeswadss $2.05 
8 ES: See $1.90 
WESTERN PENNA. 
Bradford- Warren: 

“SES eee x(2)11 45-11 .55 
55 cetane Diesel.......... 11(2) 
Sh Ms deb dbn ke «600s x(2)10 .95-11.05 
| eee x10 95-11 .05 
36-40 gravity fuel......... 10 .5-10 .85 
Oil City: 

0 11.6-12.95x 
50 cetane Diesel.......... 10.75 

SE dass 0040000 10.75-11 25x 
ae ia dh.tck ciao a0 4s 10 5-11.05 
eee 10.5 
86-40 gravity fuel....... 10.5 
Pittsburgh: 

IID. «5 an we > 62 11 .6-12 

50 cetane Diesel... .... 10.9-11 
OS ee ere 11.4 
tf , Sera ~ x(2)10 .6-11.1 
86-40 gravity fuel........ 10 .5-11 
CENTRAL MICHIGAN 

(FOB Central Michigan refineries. ) 

ee Eee 12 .55-12 .8(2) 
46-49 w.w. kero........... (2)12.8-13.1 

2 — eee 12.3-12.8 
Np ree (2)11 5-11 .8(3) 
eer se 11.175-11.3 

ae Tas (2)8 .25-10 
arr 7. 25-8 .25(2) 
8 eee eee 1-17.15 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


ET Cee 12.5 
2 Seer ree 12.3 
sa ee 11.3 
Diesel (Light & Med.)..... 12.3 
CALIFORNIA 
Son Joaquin Valley Dist.: 
eg eee 14.4-14.8 
Heavy fuel (PS 400)...... $2.05-2.15 
Light fuel (PS 300)....... $2 .35(2) 
Diesel fuel (PS 200)....... 12.2-13.3 
Stove dist. (PS 100)...... 13.7-14.8 
San Francisco Dist.: 
GO-GB WIAs. oc voc cece se 14.3-14.8 
Heavy fuel (PS 400)...... $2 .05-2.15 
Light fuel (PS 300)..... $2 .35(2 
Diesel fuel (PS 200)..... 12.2-13.3 
Stove dist. (PS 100).... 13.7-14.8 
Los Angeles Dist.: 
BE is 5.0 t ca wi pice cse (2)13 .8-14.3 
Heavy fuel (PS 400) $1 .80-2.10 
Light fuel (PS 300) $2 .25-2 .30(3 
Diesel fuel (PS 200)....... 10 25-13 .2 
Stove dist. (PS 100) 10 .5-14.7 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
originate in any Mid-Continent manufacturing 
district.) 


FOB GROUP 3 
Grade 26-70... x5—5 .125x (Quotations 
FOR BRECKENRIDGE 

Grade 26-70..........%4.5-4.625x (Quotations 


distribution or publication. During period of short supply, some sellers 


withhold quotations to new customers or the 
t give OILGRAM the prices they otherwise 


and such prices ogeeer in the price tables. 
ASTM Research Method and are minimum 


except where letter M is used to indicate that octane rating is 
agon prices, prices are for by ASTM “fotor Method. For further details of price conditions apply 
i i to any NPN-OILGRAM office or see back of any OJLGRAM Price 


For complete price service delivered daily from nearest OILGRAM 
Vouk, Chicago and Houston, address Pilatt’s 


0 W. 42nd St., New York 36, N. Y. Annual 


Subscription rate in U. S.: $150 per year, payable in advance. 
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Naphthas & Solvents 


FOB Group 8) 

toddard solvent... . - 12.375(3) 
Cleaners naphtha. . 12.875(2) 
V.M.&P. naphtha......... 12.875(4) 
Mineral spirits..... ae 11.875(4) 
Rubber solvent . . 12.875(3) 
Lacquer diluent. . ‘(2)18. 125-138 .875 
Benzo! diluent... . . .(2)14 .125-14.625 
WESTERN PENNA. 
Oil City: 
Stoddard solvent 16 
Pittsburgh: 


Stoddard solvent........... 16(3) 
OHIO—-Quotations of SO. Ohio for delivery 
to Ohio points: 

V.M.&P. naphtha.. 18.0 
Minera! — ts & stoddard 


aes : 17.0 
Rubber ' Gebbint is 15.8675 
E. TEXAS (Truck Trnspt. lots) 

Stoddard solvent............ 12 25 


CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent 


KANSAS (For Kans.. Dest'’n. only) 


Stoddard solvent. . 12.5 
ATLANTIC COAST 

V.M.&P. Mineral 

Naphtha Spirits 
New York Harbor. 18(4) 17(5) 
Philadelphia... ... 17 .5(4) 16 .5(5) 
—— eatatan ci 16 .5(8) 
i indathee se 18 .5(4) 17 .5(5) 
Providence Serre eats 17.5(5) 
Petrolatums 


WESTERN PENNA. 
(Bbis., carloads; tank car, 1 to 1.5¢ less) 





4g SS 7 .125~-7.75 
Soft white bawews - 6. 75-7 .875(2) 
Lily white...... . .. 6.685-7.25 
Cream..... J Sy 6 .125-6 .75(2) 
o's ot aadtaakne bine 5 25-5.75 
Light amber............... 5 .25-5 .5 
cds keke decaweedenee tt 5-5 .5 
prvadiniins 4.75-6 .375 


Lubricating Oils 


WESTERN PENNA. 
Prices are _for sales — or offers reliably re- 
ported, to j & 3 only. 


Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 





10 p.t.. caektax Me 

aS pe. ubeieeeks 21.5 
ae INE 20(6) 

180 Vis. ‘as at 100°) 400-405 A. 

18 . ee oa 17.5 

Os csccces 16(6) 


Bright Stocks 
145- — vis. at 210°, %40-550 __ 8 col, 
: ‘ 5 


4 pha Sc seesein i 18.5 
25 p.t.... (4)17-17.5 
Cylinder Stocks 

600 s.r. filter a bi. (2)18-138 .5 
ins Serccene .. (2)16-15.5 
600 flash..... eaceeeeee (B)16-17(2) 
630 flash... . wie 19(3) 


MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment only 


Bright Stocks, vis. at 210° Neutrals, vis. at 
00°, 0-10 p. p. 


Neutral Oils—Conventional 
Pale Oils Col. 


60-85 vis ee iencael 12.75 
86-110 vis. 2 
150 vis. « 18.76 
180 vis. 8 4 
vis. 3 14.26 
250 vis. ere 14.5 
280 vis. 3. 14.76 
300 vis. 3 159 
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Bright Stock-—Conventional Nomapat Oile—Vis. at 100°; 95 v.i.g 0-10 p.t. 
200 vis. a 00 vis.. 18. 75-14.5 
10-25 p 22 200 vie... 14-76-16 .5 
Seale Fa 300 vis... .. be cl 

ao td om ee 500 vis... @nt- 18.6 

10-25 p. ents 18.5 ' 
120 vis. Be SOUTH TEXAS LUBES 

0-10 p.p.. bows 18 


(Vis. at 100° F. FOB 8S. Tex., refineries for do- 
mestic and/or export shipment. ) 
Bright Stock— Solvent 


150-160 vis. 0-10 p.p.. PALE OILS: 
96 v.i...... 1... (821-22 —_ sin 
Neutral Oils—Solvent (95 v.i.) TI ip cela 3) 
SIDED Wihic ccccnsccciess (2)16-16 .5(8) 300 + :: é 13 .5(6) 
SOD Ga ccovescsctsec (2)16 .26-16 .75(3) 500 244- 3% 14 566 
Sew Us s éSneneess epee (2)16 . 75-17 .25(2 150 15 .5(6) 
1200 . eee - 16 25(6) 
Cylinder Stocks 2000 Gosccen acdsee 17(6) 
600 a.r., olive green... 15.5 RED OILS 
GULF COAST—Solvent Refined Lubes. gee agg ae 
From Mid-Continent grade crude. Prices FOB a ahem 
200 5-6. 12.516 
ship at Gulf for export. ER > etd apap 13 516) 
00 MP«ccesccsoesece 14.5( 
Bright Stock—Vis. at 210° = < rye 
a vis., 0-10 pour test, 1200 5-6 16 .25(6) 
GP Wilda > voc c cbeveseene (2)19-22 6 2000 5-6 17(6) 


ty SCULLY SIGNAL COMPANY 174 Green Ste Street [Model LA for new 
Conodion Licenses: EMPIRE BRASS MFG. CO. LTD, Toronto, Ontario tank installations 











Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Boston 


DOES UNITED’S POLICY 


OF PROTECTION MEAN? UNITED’s customers 
know the answer... the guaranteed quality 
eo) ON ety vise alate livelaliem Mtl alulere | m 
ing Oils .. . deliveries on schedule ... and 











consistently fair prices from a supplier which 
does not compete against its customers 
UVATY Male) MulavemoleiamcerelelUm Uavelaiel [8G 1 O6-a ve) llat) 
of Protection can do for YOU 


Write, Wire or Phone for Information 


UNITED REFINING COMPANY, WARREN, PA. 
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PRICES in effect Feb. 1 at Refineries and Terminals—Cont. 


LPG Prices 

(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 

Commercial Industrial 

District Propane Propane 

N. Y. Harbor..... 8.75 8.75 

Philadelphia... ... 8.5(8) 8.5(8) 

Gulf Coast....... 44.125-4.875 x4.125-4 375 

WEEE sis< dices 7.5 7.5 

Wax 

WESTERN PENNA. (T.C., in Bulk 

White Crude Scale: 

OT re 5(4) 

SBOE Aare cc cccccccees 5(4) 

SEABOARD 


Crude Scale: N. Y. Domestic N. Y. Export 
124-126 white (2)6.6 (296 .25-6 .6(2) 
Fully Refined: 

123-6.... 7.95-8 .45 gee 

125-7.... Her} Hero 
128-80... 8.45 8 .25-8 .45(2) 
186-82... - 8 .25(2) 
188-5... 8 .55(3) (2)8 .25-8 .55 
185-7.. 8 .05-8 .55(2) 8.55 

188-40. . 8 .55(3) 8.55 

148-65.. (2)8 .55 8 .55(2) 
149-51.. 10.55 eve 
Chicago District Prices 


Evices to jobbers & Gictributers tn tank car 
and/or transport lots FOB refineries, 
on 


Motor Gasoline 
) 3. eae 18 .56-14.85 
84 Oct. Reg. 12 .5-18 .85 
Light Fuel Oils 

i did Rabie. bs cede Puce x(8)11.26-11.8 
BOE E cb atevececusees x10 .25-10 .875(3)x 
Heavy Fuel Oils 
No, 5, low sulfur.......... 7.4 
No. 6 high sulfur.......... (2)7 4-8 .1x 
No. 6, low sulfur.......... (2)6 .6-6.75 
No. 6, high sulfur......... (8)6 .4-6. 85x 


Mexican Bunker Prices 


U. S. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
M Gulf 
Tampico......... $1.95 $3.75 
Vernerus......... 1.95 Cees 
Minatitlan. ...... 1.95 3.75 
Pacific Coast 
Guaymas........ $2.60 $5.65 
Manzanillo....... 2.60 4.75 
Salina Cruz 2.60 4.75 
Pacific Coast 
(In Ships’ Diesel Bunker € 
Bunkers, or Fuel Fuel 
Deep Tank Lots) (P.S. 200) (P.S. 400) 
San Pedro, Calif. . $4.20(5) $1.80(5) 
San Francisco... . 4.41(4) 1.85(4) 
Portland, Ore... .. 4.62(4) 2.10(4) 
Seattle, Wash..... 4.62(4) 2.10(4) 
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Atlantic & Gulf Coasts 
Prices are of refiners, FOB their refineries & 
terminals. Ships’ bunkers 



























































tanker terminals and of tanker terminal operators. 
FOB their prices are exclusive of lighterage. 
92 Oct. 86 Oct. 83 Oct. 
Prem. " joes 
District Gasoline No. 1 Fuel (*) No. 2 Fuel (*) 
N. Y. Harbor. . «15-16 .8x x18 .45-14 .8x cose «11(19) x10(9) 
do barges... . x14 .9-15.4x .25 be iT 3h ) 
EE retin os x16.3-17.1(2)x (6)14.6-14.8 cada 11.8(9)x 10 .3(11)x 
bptee 14.55-16 x(2)12.7-14.2x x12.5 11(10)x x10(11 
do barges... . 15. x12.6 er x10 .9(5) x9 .9(4 
Gite ....6 0 ee 11.8 10.3 9 
=. econ wikne ii  ditdao 10. 2(i6) 
iL panivenis ‘ , ; J : x10. 
Charleston..... 13 .6-15 .25(2 12 .6-13 .25 ons 11(6) 10.20) 
_18.5(2) NR 2 a = STi aS OS a 
Houston....... 13 .25-14.25 g 12 .25-12.3 10-10 .25 , "25 
do esos (2)13.25-18.5 12-12 3 J 8 .5-8 .625(2) 
Jackson bees 14.4-15.4 18.4(7) 11.8(11) 10 .65(8) 
Miami.... 14.9 138.4 ! Sie 
Mobile........ (2)14 .6-15.4 13.1(8) 11.1(4) 10 .2(2) 
ew Haven. x16 .1-16 .8x 14.3(8)x atin 11.1(9)x ia)” 
New Orleans 14.4 12.4 11.6 (8)10 .3-10.4 x9 .4(8) 
do barges . 14.3 12.3 cove 3 8.7 
Norfolk........ 13 .8-15.6 12.6-13.2 11.05(7) 10 .05(6) 
Pensacola... ... 14.7 18 .2(2) 11.1(2) 10.2 
Philadelphia. x15 .6-16 .6x x18 .9-14.6x 11(10)x 10(10)x 
ins - ° <ie gee x18 .8-14x 10 .9(9)x 9.9(5)x 
Pt. Everglades. (2)14.9-15.7 18 .4(4) 11.8(5) 10 .65(3) 
Portland....... x16 .4~-17.1(2)x 14 6(4)x 1.390 10.8(9) 
Providence... . . x16 .8-17(2)x (4)14 .5-14.7x x11 .2(9) x10 .2(9) 
Savannah...... x14 .6-15.7 bee eer) 11.8(7) et} 
Tampa........ 14.2-15 .6 12.9-18 .3(5 11.7(8) 10 .55(6 
Sa 18 .4—16 .35(2) 12 .4-18 .85 12.35 11(7) 10 .2(7) 
Gas House Diesel Oil (*) Light Diesel 
Gas Oils No. 5 Shore Plants Ships’ Bunkers Heavy Diese! 
(*) No. 4 Fuel Fuel (50 cet., 55 d.i.) (45 cet., 45 d.i.) Ships’ Bunkers 
N. Y. Harbor 10.1 (10)$3.22-8.78 .17 x10.4(8) x4 .29(4) x$3 .96(4) 
do barges. . --+. (10)8.19-8.68 ee. same eae eee 
Albany........ xl 3.98 ates Let beaade eecce 
Baltimore...... 1 3.25 (2) 2.80 10.4(6)x x4 .29(4) x3 .96(2) 
do barges... 3.19 A ii a ei ee 
Baton Rouge. aS” mea ee 2.42 9.8 3.74(2) 3.49 
a<ée)-atav  ~ deether RR 5 a 21 ee ED 
crete" T66s  “etedks 3.21(5) (8)10.4-10.6(8) 4-338) cesees 
Cc itn’ secs  seednar oe 10.3 ae ~~. eee 
Se ee ee errs 3.15 
Houston....... ai 972) 3.70-3.74(5) 8.49(6) 
do Denes. ‘ Ae) eee ee 
Jacksonville... . suka 10.e5088 ee | oe ad 
ches <kue 10.65 ee - = =—S—<“—ité=‘i‘*é«S www 
A ieee eee nee. ee eee ee I 
New Haven. . esi wad 19 -§Ge Pas Dorr rs 
New Orleans. . -_ 2.42 9.7-98(2) 3.74(8) 3 .49(2) 
do barges. . _ St) lee ere A) ie, le a 
Rete rrr 10.45 2.75 we 4.34(8) x3 .96(2) 
Philadelpbia 13188) 2.946) 10 40) x4 2914) 3.9604) 
oO oeoe 8 = eo oeesd ‘eG 0 f Seeeeeeeee””—tC(‘ ’ dU Sc. 6 60Ct—“‘“‘iC Kh 
Pt. Everglades dae ee ah ane 10 .65(4) lla re 
ortland....... sate tt twetmie wee ee SO Oe. eas 
Providence. ... . OE ees 3.21(3) x10.6(4) «4.37 
Pts: Lacs. vedas 2.80 10 .65(5) nk et ee 
Dawa bccs a0 dmme ines 10 .55(6) 4429-4 .431(4) 
Wilmington, 
-C. SPER ‘needed 10.32 4.30(3) 
No. 6 Fuel No. 6 Fuel Bunker C 
No. 6 Fuel No Fulfur No. 6 Fuel Max. 1, % Fuel 
No Sulf G Max. 1, % Sulfur Ships’ 
Guarantee Barges Sulfur Bunkers 
oY. Bien... G8 35-8 .208) $2 .25(15) (2)$2 .35-2 .43 (2)$2 .35-2 .40 $2 .25(10) 
Baltimore... 2.25(6) 2.25(4) 2.43 2.40 2.25(4) 
Baton Rouge 1.98 1.95 cole Pde 1.95(2) 
| Pa 2.32(6) 2.29(5) 2.43 2.44 2.29(5) 
Charleston... .. 2.23(2) 2.20(3) aaae sane 2.20(3) 
Corpus Christi. 1.98 1.95 (3)1.95-2.10 
. . (4)1 .98-2 .00 1.95(5) 1.95(11) 
Jacksonville 2.21(6) 2.18(6) 2.18(6) 
ae 2.18 2.15(3) 2.15(8) 
Mobile. ....... 2.03 2.00 2 
New Haven 2.30(3) 2.27 3. 
New Orleans 1.98(2) 1.95(2) 1.95(4) 
ae 2.26(3) 2.23(4) 2.23(5) 
Pensacola...... shai 2.38-2.41 ene + 2.30-2 .35 
Philadelphia... . 2.18(8) 2.15(8) 2.28(5) 2.25(5) 2.15(7) 
Pt. Everglades. . 2.18(2) 2.15(2) iti Salads 2.15(8) 
Portland....... 2.32(2) 2.29 “er ea 2 
vidence 2.29(5) 2.26(4) 2.44-2.54 2.41 2.26(3) 
Savannah...... 2.23(5) 2.20(4) swe 2.20(5) 
NR, ais ys ss 2.15(4) 2.13(4) 2.13(5) 
bed a pa 


(*) At Atlantic Coast refineries and terminals south of Maryland, and at Tampa, prices of some 


sellers to bulk commercial consumers are 0.15c higher than prices shown above. 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


ota, Drices are FOB ship at U. 8. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after after each price 


indicates the number of companies quoting that price. $ 
Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels C 


41-43 w.w. Kerosine 
9 .25(2)-9 .5(2)-9 .625(2)-9 .75(2) 
8 .5(4)-8 .625(3)-8 .75 (3) 





8 .5(3)-8.75(2) 
8 .5-8 .625(8)-8 .875(2) 
x12. 76-18(8)-18 875-18 .75 58-57 Diesel Index...........-..-. 8.75(8)-9(2) REPUBLIC OIL REFINING CO. 
i2.25-12.5-12.75(4)-18 
87 Oct. Regular. . isté@yats eit Cerise) Hea 
vy Fuels—Cargoes 
83 Oct. 108 10. 75-11 .25(2)-11.875 
oe eaee...08. ie sar Preis Feticat iss «oe. 6 Peal, 0-10 pt......... $2.60-$2..65-$2.70x 
9. 75-10-10 .5(2)-10.75 Bunker “C” Fuel... .$1.85(8)-$1 .90-$1 .95-$2..00 











Middle East Crude Prices 


“ v. 8. gals., exclusive of loca tal charges, sales 
loading ye for gra ; 
degree of gravity soutiee for gra 


Esso 4 
M. TE Coone Sales 
—— 
Sagoo 

Petroleum 
Soc.-Vac. Overseas Supply 
Anglo-Iranian 
Gulf Exploration 
Anglo-Iranian 











cf fh 
ie 


scbeae 





ae 
ee 


Esso 
Shell Petroleum 
Soc.-Vac. Overseas Supply 


ME. Crade Sales 
BecnVae nc Overseas Supply 
Anglo- 

Petroleum 
Soc.-Vac. Overseas Supply 


z 
B . . . . . . . . . 
eesseee) Sssszussssses 





aERELES tGkt 


DEEP ROCK OIL CORPORATION 








# 
z 


Venezuelan Crude Prices 
Prices are of Creole Petroleum Corp. te cole 





siees iowa env bate ie oath Be 


a 
2c per bbl. differential per degree of gravity app below above those shown, 
except for a Heavy for which price dove applies gravity. 
tO, is that in effect at time vessel tenders for loading. For made in fields, 
rchases with deductions being made 
ne services in accordance with published tariffs. Purchases tracts with f 7 


ET RATION 


Effective IND PENDENT MARKETERS 
FOB Date a aie a 
Las Piedras or Amuay June 23, 1953 — 


Venezuelan government are made at prices established by schedule 


Take) 


N 





wognenepenenesepapnpeseomee™ 
SERBSVRSSSLSRSS 


Jan. 1, 1954 EXPORT 
DRUMMING 
Aviation Gasoline Prices 30 £. 40 St., N. ¥, C. 


Prices are for tank cars, —— or truck transport lots; aviation gasoline meet specifications 
'-5572, unless otherwise noted.) 


District 











This is Your 


Market Place! 
7 for 
rite today for Advertising 


«15.2 sé08 uve ates 
te 11.85 ii 
11.95(8) Res 11.75-12.05 , 330 West 42nd Street 


bess (2)11.75-11 .9(2) ‘ ; 
11.45(4) otinis (2)10 . 75-10 .9(2) F ‘ ork » 
aa x8. 8-1(4) (2)7.5-7. New ¥ 36, N.Y. 
8 .85(2) 7.35(4) 7 
(a) Delivered Cleveland. (b) Effective Jan. 25. 
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PRICES in effect February 1—-Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include Inspection f fees pe pci ar included jin be both gasoline and kerosine prices, 


inspection 
separate 

taxes as 
not include taxes; kerosine taxes 


ees as shown in next 
umn, include 2c federal 


1954, as poste 
offices, but subject to later correction, 
Atlantic gatease 
G 
Refining (Resular Grade) 
T.W. T.W. Taxes 


Kero. & 
No. 1 
Fu 


Allentown, 
andene 4 


16. 

16 

» 38. 

urg.. 16 

. 15 

h.. 16 

. 16 

15 

Williamsport 

Wilmington, 
Del 


m Hhegwngee 


a 
a+ © & © BearAernwmeanomo wo 2 neaonnomnme 
WOeHNMOMME: * : 


33 OS & © BReAerwaeenre De 2 NRenmomDwo 
CS © DB B® AAMPMAQanGMad AM A aA AVIABVIAAIA 
Sy cco S&S & SSeESeSSS59ES5 SS & 3: SoooSoCS 


i 
5 
iy 


Heavy Fuel Oiis—T.W. 
No. 5 
Philadelphia, Pa. 


Notes: 

Kerosine—Thru Pa. & Del., add le per gal. 
for t.w. deliveries of less than 100 gals. = ay 
time. Camden—Add le for deliveries of 1 
gals., 2c for less than 100 gals. 

Mtaeral Spirits prices also apply to Stoddard 

ven 


Effective Dates: xJan, 21 


(N. B. Prices are Continental's 
tank-wagon prices. Current selling 
rices may vary from those 
Soomaas of local conditions.) 


Cont’! 
Oil 


Denver, Col.. 
a June.. 


Twin Falls, Ida.. 
Albuquer., N. M. 
Roswell 


Muskogee, Okla... 
— City. . 


AAD 
wCrocrwereraonowranar 
00 00 G0 %© G0 G0 Go ~2 G0 00 G0 Go G0 0 G0 Ge Ge 
nanonnooooooooooo 
"4 
MH CMMOCNOBDMDBDOWNORE, 


Gasoline tax column includes these city 
taxes: Albuquerque & Roswell, 0.5c; Santa 
Fe, 1c; Cheyenne, ic; Casper, 1c. 


Discounts : 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals. ; 200-399 gals., deduct 0.5c; 400 gals. 
and over, deduct Ic. 

Notes: 

T. W. prices are to consumers and dealers. 

Premium-grade gasoline t.w. prices 2.3¢ above 
regular. 


56 


in footnotes. Kervsine tank 

where levied are 4 

Discount, if any are shown in foctuetes. These prices in ow! Feb. 1, 
principal marketing companies at 


rasoline taxes, shown in unless 
state taxes; also city and | fen 
wagon prices lo 


icated in footnotes. Nev. 1/20c; N. C. isae 


at their eadquarters’ 


CHEVRON 


pa Ay. Syed 


Gals. & over 


Standard of 
California 


er 
15.6 
17.2 
18.8 
18.6 


16.6 
16.6 


ee 
wo 
an 


Honolulu, T. H.. 
Fairbanks, Alaska 


RSSSSSNSSRRS: 
Or 3IO Oe Wee OA 


13. 5 
15.0 
17.6 


Honolulu... . 
Fairbanks... . 
Juneau... . 


WWI OW HD eH MD woo 


Taxes: 


Boise—8c gas tax applies | motor fuel only; 
avgas taxes are 2c federal, 2.5¢ sta 
Salt Lake—T7c gas tax applies to motor fu 
only; avgas taxes are 2c federal, = state. 
to motor 


avgas 1, 
torial. Standard son /sevaaee oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals. ; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; gg A at Honolulu add 5.0¢ for 
less than 40° gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City 
apply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2¢ gal. higher, yay = at Boise, and Salt 
Lake, which are 2.0¢ gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to pw 7 
gals.-and-over price, except at Honolulu, 
5.0¢ gal. for less than 40 gals. (Marine) = 
less than 100 gals. (Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
Herd 91/98, 5.0¢ for 100/130 and 8.0¢ for 

45. 

Kerosine—T.T. prices, except at Salt ——y 
City, apply to deliveries of 400 gals. & ov 
For other deliveries: less than 40 gals., Onda 
8e; 200-899 gals. add 1c; 40-199 gals., add 4c; 
tank ear/truck trailer; deduct 1.5c. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add 1c; 200-399 gals., add 0.5c; less than 
40 gals., add 5¢e 

*Standard Ne. 2 Burner Oil. 


Humble Humble 


Gasoline Gaso- Kerosene 

Oil Regular line Tank Re- 
-W. Retail Taxes Wagon tail 

Dallas, Tex. 20.1 6.0 17.5 
17.5 

17.5 

17.5 


-. 14.8 


14. 
San Antonio.. 15.0 
Notes: 

T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


ete. 1/325 Minn. $/200c 200¢; 


1/40c; Tenn. ohes and Wise 


Kerosine inspection fees only: 


Fla. hag Ill, 3/100c; Ind. 
Mo. uz yy 2/1000; 


20e; Okla. '2/25¢; 'S. C. 1/8; 
As 1/20; Iowa 1/50c; Mich. 1/Sc. 


fine; wes 1/20¢; 


+ Nee COMM aHawon: do- 


Srnmorreaaaee: - 


Nl ll el de 
€9 GO dm m C9 C9 mm 60 C9 CO 08 CO Co 
or 60m Go ms OH aH w OORD ~c0 


bag my ~ 7 1; kerosine prices do not include 
le sta 
Notes: a No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add ic 
for 100-299 gals. 2c for less than 100 gals. 
No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 
Premium-grade gasoline t.w. prices 2.5¢ above 
regular. 
xEffective Jan. 30. 


(Prices are per imparts! -_ 
arrive at aie per 
subtract 1/6th.) 

Gasoli 


Regular Grade) 
ler Gasoline 
° Ta 


imperial 
Oil 


Kero- 
sine 


25.2 


229 


St. John’s ‘+ 


St. John, N. B.... 
Charlottetown, 
P.E.I 


Caerwaameeer to 


Calgary, Alta..... 

Edmonton, Alta.. 

Vancouver, B. C.. 

Taxes: Gasoline taxes are provincial taxes. 

Notes: Premium-grade gasoline t.w. prices 2¢ 
above regular. 


*Price is for Premium-grade. 


esweneesesy 88 

CoPHRAOHEHD ND 
© ., “re as 

Ly | 


i 
ASS 
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See how others are saving money 
with equipment built of USS COR-TEN STEEL 


The Beall Pipe and Tank Corpora- 
tion used USS Cor-TEeEnN steel— 
in lighter gage—in place of regular 
carbon steel in the construction of 
this gasoline truck tank. The result: 
The over-all weight of the truck 
tank was reduced three-quarters of 
a ton—1500 pounds. The 242 
gallons of gasoline that ride in 
place of the 1500 pounds of 
weight saved are hauled at no 
extra cost. Each of the free- 
riding gallons saves about $3.00 

per year in delivery costs. A total 
annual saving of $725. 





Built by the Brown Steel Tank Com- 
pany this tanker can carry 7,000 gal- 
lons of gasoline. If it had been built to 
the same over-all weight with ordi- 
nary steel, it could have carried only 
6,845 gallons. In other words, 932 
pounds of unneeded weight were 
trimmed off by Cor-TEN steel con- 
struction and replaced by capacity for 
155 extra gallons of gasoline. 

Figured at $3.00 per year de- 





livery cost per gallon this extra 
capacity saves $465 annually 


2,600 pounds of deadweight 

were trimmed off this 10,000 

gallon train because Butler 
Manufacturing selected USS Cor- 
TEN steel for tank construction in- 
stead of regular carbon steel. When 
fully loaded this train weighs no 
more than if built the ordinary way 
—but it can carry an additional 420 
gallons of gasoline, which at $3.00 
per gallon yearly delivery cost means 
a total annual saving of $1250. 





You can get cost-saving benefits like these in your equipment, too! 


By building lighter with USS Cor- 
TEN steel, you can obtain increased 
capacity without increasing loaded 
weight. The extra steel poundage re- 
quired in ordinary construction is 
traded for additional pounds of pay- 
load. If preferred, however, the ca- 


pacity you would have in a unit 
built the ordinary way can be main- 
tained, and both deadweight and 
loaded weight reduced. 

Cor-TEN steel-built tankers also 
require less maintenance and last 
longer, because USS Cor-TENn steel 


has a 50% higher yield point than 
carbon steel . . . gives 4 to 6 times 
the resistance to atmospheric corro- 
sion . . . and offers higher resistance 
to load surge and road vibration. 

For more information get in touch 
with our nearest district office. 


UNITED STATES STEEL CORPORATION, PITTSBURGH + AMERICAN STEEL & WIRE DIVISION, CLEVELAND «+ 
NATIONAL TUBE DIVISION, PITTSBURGH 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. + UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS COR-TEN High Strength sTEEL 
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S in effect February 1—Tank Wagon—Cont. 


Socony Vacuum 


M as Aircraft 
Grade Grade Grade Mobilgas (Regular Sonat 
Gasoline 80 91 100 Cons. Dir. Cons. 


tame Te. Bw. FW. TH. TH TF. TW. 
New York City: 


im je: tote: omnis 


: Pweoke: PaRwe: AROMA: to - 
1 WO DOH ACOH mA: aw: 


@ . ° 
ccooocooooooeoooooosooSoSoSooSoSoSoS© 


2 
14.5 
15.6 


12.8 
gay! ee eens 
Rochester 
20.5 


Z or ~H nto WAH OAMH AMM DADAM 
0 Se ie + Ot BO 00 =200 SDM MND COSI DO Doron or orn 


Tank Wagon Prices Buffalo 
Mineral Spirits 19.5 
V. M. & P. Naphtha. 21.5 


Taxes: N.Y.C. prices are ex 3% c 

Discounts: Mobil Kerosine—New York City ai boroughs) an 
Mobilfuel Diesel—All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon tank 

Notes: Jamestown T.C. prices are delivered prices, al) other T.C. prices ase FOB bulk terminals. 
Effective dates: xJan. 27; *Jan. 29, except Providence dealer t.w. Jan. 19. 


Ohio Standard 


aoe: 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons.T.W. (Regular Grade) 
Sehio Sehio Sohio Con- Re- 
Avia. sell- 
9 ers s8.s. 


Se 
ce 


Porstmouth.... 
oledo. . ; 
Youngstown... 

Zanesville 


coooooooooooo 
Selsintnts ante Baskets ’o 
SUBESBSEEE 
Lewooveovees 

On ON on ON OH ON ONO OH HOH 
BESSBSSSRSss 
cocoocoooooosoo 


16.3 


Taxes: Hangar eperators can purchase aviation gasoline less 4c per gal. 
A-10 to supplier. 


Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2¢ off consumer t.w. 


t 
Ss 
3 
i} 


Syracuse 
32'0 
22.5 23.5 


, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
d Mt. be yy tank wagon less 0.5¢ for deliveries of 300 


State Road Tax by eupperting purch. 


oo! WOW ADO Om: Ho: 


1 woe: MeHO: CNOMH: be - 
DOHAARANGNG: ASOHOOHDHOAAOSOOY 


DMOUNDHOHONOH: PRI WODROH RRR 


Boston 
19.0 F 
20.5 21.5 


300 gals. or more. 


wagon less 0.5¢ for deliveries of 300 gal. or more. 


Naptha & Solvents—Cons. T.W. 


Sohio 
Sol- 


vent 


8 
° 


SUSESEEEESE SE 
ecooooooooceceoco 
SEBEEEEESEREE 
ccoooooooooeooo 
SERRERERSEY 
hMmoooooooococos 


aaa aaaaaaAasn: 
aaaaaaaaaaan: 


al 
— 


wi tate Tax Exemption Form 


Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add lc per gal., 1-49 gals. add 2c per gal. 
Naphthas & Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 


gals., add 5c. 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otrerwise noted ; 


stations. 


; 8.8. prices are at company operated 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 


stations. 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown St lex Furnace Oil 
(Reg. Grade) Gaso- Kero- 100 "100- 100- 175- 350 850 
Cons. Dir. line 1-99 gals. 175 349 849 gals. Gals. 
7 T.W. Taxes T.W. gals. & over gals. gals. gals. & over & over 
7.0 





Chicago, Ill 
South Bend, Ind... 


is. 
Detroit, Mich. . 


Daanaranwoe 4 

AAAIDWAIBAAIAIAA 

ccooooocoouo 

Ceo RDRNOHD: 
** 


Milwaukee, Wisc... .- ae is. ee 


Fuel Oils—T.W.—Chicago, Ill. 


Standard Stanolex Co 
Heater Oil Furnace Oil if . 
1-99 gals. — 2 15.3 Dates, a | 
100-149 gals... sues 
150 gals. & over. caine 
ann 65-5 ae nada 14.3 
400 gals. & over........ .... 13.8 


Fire-Chief Gasoline 
(Regular Grade) 
Dealer vasoline 

T.W. Taxes 


Sel 
Aor 


oreeowmoconnd 


Stanolex Stanolex 
Fuel A Fuel C 
10.15 9.0 
750 gals 9.4 8.25 
Taxes: St. Louis, Mo., gasoline tax includes 1c 
city tax. Des Moines, Ia., kerosine and furnace 
oil prices-do not inelude 4c state tax. State 
sales, occupation, consumer & use taxes to be 
added where applicable. 


*“Temporary” price. 


<2 00 00 o co 00 go 00 co coo 


AAAMAAAARARAAAGH 
ecooooocecoesco 


Notes: Daater t.w. prices apply also to all 
s with minimum delivery 
of 50 aS 


Premium-grade gasoline t.w. prices 2c above 
regular. 
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Kentucky 
Standard 


Covington, Ky.... 


= es 
SCOCCHBRHBBOOOCOOOCSCSS 


CORR RAB DrRonoNeH 
coooocoooooosesososco 


MAAAAWMNOAOAH- Oro ww 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, le 
county; Montgomery, ic city & lc coun 
Pensacola, 1c city. Other taxes not included 

rices: Georgia, kerosine, ic; Montgomery, 

ine, lc; Mississippi, kerosine 0.5c. 


Notes: 
Premium-grade gasoline t.w. prices 2c above 


Cons. t.w. prices same as net dealer prices. 
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UNDISPLAYED RATE 


$1.50 a line. Minimum 3 lines. To figure od- 
vance payment count 5 average words as oa 
line. (See { on Box Numbers.) 

POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in adv 
PROPOSALS, $1.50 cents @ line an insertion. 





Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM NEWS, 330 W’. 42nd St. 





CLASSIFIED 


INFORMATION: 
BOX NUMBERS count one additional line in 
ads. 
DISCOUNT OF 10% if full payment is made 
in advonce for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED RATE 
The advertising rote is $14.50 per inch fer ol! 
advertising appearing on other thon a con- 
tract bosis. Contract rates quoted on request. 
AN ADVERTISING INCH is measured % inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


, N. Y. 36, N. Y. 


SECTION CLOSES each Wednesday, one week preceding date of issue. 

















a fig! yORK? 3 No. 4 Agergss to ye ae you 


W. 42nd S: 
NENICAG Michigan Ave. (11) 


20 N. ig: 
SAN FRANCISCO: 68 Post St. (4) 








CE eC Me eT) 


man, Ai TRAIN FOR 
FIELD WORK 
operating Chain Retail Outlets needs 
26-33, sin hg or willing to move to train 
for supervision. Education two years col- 
- ge equivalent. Prefer 1 past experience in 
3 business or other retail Salary 
per year—minimum tratains period one year. 
P1491 National Petroleum News 
520 N. Michigan Ave., Chicago ii, If. 








10—Bowser #575 service station electric computer 
pumps, used and in excellent condition, hose 
day guarantee. Priced at $115.00 
each f.0.b. Racine, Wis. 
os lengths of 1° x 100’ soft wall rene gas and 
1 hose, with static wire, coupled M 4 F at $69.80 
pA, freight prepaid. 


BRATT & LANG 
1300 9th Street. Racine, Wisc. 








Position Vacant 





Excellent opportunity with well established, 

refiner for high type salesman experienced in 

tank car sales of unbranded bulk lubricating oil 

and lubricating oi] stocks. Prefer salesman with 
working knowledge of lubricating oil specifications 

pee lubricating engineering. Sales territory Great 

Lakes area. Write Box 1559, National Petroleum 
ews. 





Sales promoter experienced in cut rate service 

stations. Must be good idea man, have ability to 

promote gallonage for large wholesale and retail 

petroleum es located in New York Metro- 
itan area d resume and salary expected. 
-1546, National Petroleum News. 





Positions Wanted 





Sales Manager major oil company. 15 ex- 
perience in petroleum and natural gasoline sales 
and refining. Desires location in Southwest, Mid- 
eee or Rocky Mountains in executive capac- 

Chemical Engineer. Married, 34 years age. 
P V-1531, National Petroleum News. 





Graduate Engineer, American, married, 30 years 
old with 4 years experience foreign oil business 
interested locate United States oil distribution 
business. Have small capital to invest if proposi- 
tion interesting. PW-1575, National Petroleum 
News. 








advertisement in NPN’s Classified 
Sette will — you quick, effective 
results at 
MATIONAL Pt PETROLEUM NEWS 
330 W. 42nd St., New York 36, N 
WRITE TODAY 








For Sale 











For Sale—One (1) used Butane Tank, approxi 


Let us do your 
LUBE OIL PACKAGING 
in Atlanta, the transportation center of the South. 
ng and drumming done accurately and quickly 
tract alle personnel. Continuous supply con- 
r La 


ATIONAL } + ad Geonc| SQaronarion 


1290 ay ‘oe 
Atlanta . Georgia 





teaay three (3) years old, gallon water capacity 
427, working pressure sods, outside diameter 

e over all length 40’}4”, complete with pressure 
uge and over 400’ of 2” pressure piping f for 
loading and unloading from tank cars. Ready for 
immediate delivery. Contact O. H. Auer, P.O. 
Box 479, New Philadelphia, Ohio. Phone 32085. 





For Sale: 48—2#5986 Dayton 24” Wheels, Used, 
in good sha Write or call R. W. McCollum Co., 
Box 2427, _ he. 24401, Greensboro, N.C. 








WANT TO PURCHASE SMALL 
BULK PLANT IN CALIFORNIA 


AAA-1 Company has from $20,000 to $100,000 to 
spend for right property. Wants small oil blending 
plant, Grease Plant, bulk station or warehouse 
with trackage. Write Air Mail full description to: 
A. M. Pate, Jr. Executive Vice- tt Panther 
a & Grease Mfg. Co, Box Fort Worth, 
'exas 

















——— Went = 











For Sale at Logansport, 
house-garage containing four 
over 4,000 sq. ft. concreted storage space and 
small office, situated on large fenced lot for sale 
at bargain price. Spur track from warehouse to 
Wabash Mainline. Write J. D. Fleming, 4140 
Lindell, St. Louis 8, Missouri. 


Indiana. Brick ware- 
12,000 gal. tanks, 





For Sale, 4500 gallon Asphalt tandem, steam 
coils and burner. Also, single axle units. Buy 
from Bruce E. Hackett Co., 631 West 58 St. 
Kansas City, Mo. Phone Hiland 1385. 





Wanted 











Wanted: 1500-1800 gal. tank truck complete. 
— data and price. J. D. Jacobs, Wauseon, 
Yhio. 





Wanted to buy—Asphait plant (Used) with 
daily capacity of 600 to 1200 barrel, that can be 
moved to our location. Write: W-1590, National 
Petroleum News. 


"BUSINESS OPPORTUNITIES. 


For Sale 


For Sale: Half interest in small established 
wholesale oil business to younger man who will 
appreciate an opportunity and is capable of as 
suming responsibility of managing after learning 
business. Located in small town in deep south, 
has unlimited possibilities for expansion and earn 
ings. Can be handled with $10,000, with balance 
to be paid out of profits from business. Reply 
to Box BO-1561, National Petroleum News. 





























ADVERTISERS INDEX 


American Flange & Mfg. Co. 

Armstrong-Norwalk Rubber 
Corp. 

Atlantic Refining Co. 

Auto Specialties Mfg. Co. 





Bell Co., Inc. 


Campbell Chain Co. 25 
Champlin Refining Co. 20 
Corduroy Rubber Co. 37 


Deep Rock Oil Corp. 55 
DuPont de Nemours & Co., Inc., 
Facing Pg. 24, 31 


Electric Auto-Lite Co. 38-39 
Ever-Tite Coupling Co. 9 
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Goodrich Rubber Co., B. F. l 
Granberg Corp. 16 
Gulf Oil Corp. 46 
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4th Cover 
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Heil Co. .... 2 
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Patent Chemicals, Inc. 55 

Pennsylvania Grade Crude Oil 
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D METER ACCURACY? 


9 Red Seal Users offer this proof: 


“Red Seal bulk plant meter required calibration shift of 
only one hole to compensate for wear after 60,000,000 
gallons,"’ reports a Wisconsin gasoline bulk plant. 

A 2” Red Seal gasoline meter installed in 1932 by a Ten- 
nessee jobber needed minor repairs after 18 years of hard 
work. Cost: $4.41 for material, $8.00 for labor. Average: 
69 cents a year! 

Thirteen 3” and A” Red Seals 12 years old were sent to 
Neptune by a New York marketer for servicing. Only four 
required new chambers . . . others required only minor parts 
to make them good as new. 

“Installed in 1939, 2” Red Seal tank truck meter with 
original measuring chamber shows so little wear it requires 
change gears only two steps away from original setting for 
perfect accuracy,’ shows record of Indiana gasoline jobber. 

After switching 22-plant system to Red Seals exclusively, 
a large Pennsylvania marketer found it necessary to check 
the meters only once in six months . . . with previous meters 
he had to do it every month! 

Two 3” Red Seal meters handling 2,500,000 gallons per 
month for an Illinois jobber were never opened in three 
years. Recently tested by sealers, they needed no change in 
calibration. 

Another Illinois jobber averaged 14,000,000 gallons per 
year through three 3” Red Seals . . . never had to replace 
or work on the Red Seal chambers in five years. 


3. Look at your own records: 


Each year your meters must accurately account for 
products worth up to 300 times the cost of the 
meters themselves! It's mighty important to keep 
them in tip-top condition with periodic accuracy 
tests. 

It's so important to you in terms of dollars that 
we recommend you keep simple records of accu- 
racy tests and maintenance required. You'll quickly 
find that some types of meters require more ad- 
justments than others ... some need replacement 
parts sooner .. . some have to be scrapped years 
earlier because of the high cost of maintenance. 

Prove to yourself what sustained accuracy means 
to your pocketbook . .. and you'll soon be satis- 
fied only with Red Seal meters for all your trucks, 
loading racks and terminals. 


You'll find, as many other oil companies have 
found, that it pays to specify Red Seals. 
































oFeouracy You Can Lank On 


NEPTUNE METER COMPANY 


SO WEST SOth STREET «© NEW YORK 20, N. Y. 
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Branch Offices: 


ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 


PORTLAND, ORE. + SAN FRANCISCO 
IN CANADA: NEPTUNE METERS LTD., 
1430 LAKESHORE RD., TORONTO 14, ONT. 














ABOUT OIL PEOPLE 











VIRGINIA PETROLEUM INDUSTRIES COMMITTEE’S second annual state- 
wide meeting featured a talk on “Legislative Problems of Concern to Small Marketers” 
delivered by Joseph Butler (extreme right), president of Butler Oil, Philadelphia. 
Shown with Mr. Butler are, left to right: Ben Dennis, Dominion Oil (a Richfield 
jobber); E. R. Graves, Esso dealer, Richmond, Va., and Fred Meeder, president of 


Richfield Oil Co. of New York 


Vv. G. Ahlport, who retired recently 
as northern California manager for 
Signal Oil Co., Los Angeles, has or- 
ganized an oil marketing company, 
called Ahlport Oil Corp., with head- 
quarters in Hollywood. Associated 
with him are R. E. Ahlport, Sr., for- 
merly with Signal in Los Angeles, and 
R. E. Ahlport, Jr. The company in- 
tends to engage in brokerage of oil 
products and wholesale and retail 
marketing. 

. 

Dr. Harry G. Burks, Jr., executive 
vice president of Esso Standard Oil 
Co., has been named co-ordinator of 
the world-wide refining activities of 
the Standard Oil Co. of New Jersey. 
Dr. Burks has served in both tech- 
nical and executive positions since he 
joined the company in 1924 as a de- 
velopment engineer at the Bayway re- 
finery. During World War II he served 
with the Petroleum Administration for 
War. 

+ 

Paul G. Benedum, Republic Oil Re- 
fining Co., Pittsburgh, is one of three 
new board members of the Pennsyl- 
vania Grade Crude Oil Assn. Other 
new board members are Harlan H. 
Piggott, Carnegie Natural Gas Co., 
Pittsburgh, and C. C. Huffman, Cato 
Oil and Grease Co., Oklahoma City. 
Mr. Piggott’s company is a producer 
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of Pennsylvania grade crude oil. The 
firms represented by Mr. Benedum 
and Mr. Huffman are both marketers 
of Pennsylvania motor oils. 


D. W. Ramsey W. R. Stott 


William R. Stott has been named 
co-ordinator of marketing activities, 
the top marketing position at Stand- 
ard Oil Co. of New Jersey. Assisting 
him will be Dyer W. Ramsey, Jr., 
who has been promoted to the posi- 
tion of deputy co-ordinator. Both men 
are veteran sales executives of Jersey 
Standard and its affiliates. 

Mr. Stott succeeds Peter T. Lamont 
who was elected to the board of di- 
rectors as of Jan. 1. 

Prior to his promotion, Mr. Stott 
had served as deputy co-ordinator. 
Before joining the marketing co-ordi- 
nation staff, Mr. Stott served 22 years 
in the marketing divisions of Esso 





Standard Oil Co. A native of Pater- 
son, N. J., he studied at New York 
and Columbia Universities and com- 
pleted the Advanced Management 
Program at the Graduate School of 
Business at Harvard University. 

Mr. Ramsey, who was born in Syd- 
norsville, Va., obtained his degree in 
economics at Roanoke College, Salem, 
Va. He joined the Jersey organization 
in personnel and training work at San 
Juan, Puerto Rico, and subsequently 
went to Trinidad. He eventually be- 
came general manager of the West 
India Oil Co., a Caribbean affiliate of 
Jersey Standard. Later he represented 
Jersey Standard in North Africa and 
then Switzerland. 

W. A. Greeven, presently serving 
Standard Oil Co. (New Jersey) in 
Portugal, Spain and the north and 
western African countries, will join 
Creole Petroleum Corp. in Caracas, 
Venezuela, on April 1. 


Forest G. Heath has been appoint- 
ed assistant manager of the asphalt 
division of Mexican Petroleum Corp., 
a subsidiary of the American Oil Co. 

He has served in asphalt sales for 
this company in Raleigh, N.C., for 24 
years, but will move to New York City 
to assume his new duties. 

A well-known football and baseball 
player at Davidson College and the 
University of North Carolina, he fol- 
lowed his playing career with 26 years 
as a football official. He had officiated 
at the Orange Bowl, Cotton Bowl, 
Sugar Bowl and Gator Bowl games 
before retiring from football four 
years ago. 


Joseph A. Cullen has been elected 
vice president of the Independent Oil 
Co., St. Louis, Mo. Mr. Cullen joined 
the sales force of the company in 1925 
selling petroleum solvents, petroleum 
resins and chemicals in the St. Louis 
area. He will continue in his present 
capacity as technical adviser in the 
solvent department. 


Donald R. Holm has been appoint- 
ed to handle general Petroleum’s pub- 
lic relations and advertising in the Pa- 
cific Northwest with headquarters in 
Portland, Ore. He was formerly copy 
chief and information director for 
Hyster Co. 

= 


E. J. Griffin, division manager of 
Shell Oil Co. has been elected presi- 
dent of the Petroleum Club of the 
Cleveland Chamber of Commerce. 
Other new officers for 1954 are: Frank 
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Linco/n 


IN YEARS GONE BY... 






PORTABLE PNEUMATIC 
GREASE GUN... 











Not just new products, 
but basically new ideas 

to benefit the automotive 
service industry .. . has 
been Lincoln’s record. 
These achievements of 
leadership in design 

and utility have been 
recognized by all branches 
of the Automotive 


ISLAND INSTALLATION 
FOR TWO-LIFT SERVICE... 


fit 


TO INTRODUCE WHITE 
DECORATIVE EQUIPMENT... 


fit 


CUSTOM-BUILT LUBRICATION 
DEPARTMENT... 


fit 
CABINET WITH PUMPS AND 
AUTOMATIC HOSE REELS... 


TODAY 
anc TOMORROW 


THE LEADER IN 
LUBRICATING EQUIPMENT 






















tt) 





industry —as well as 

the Agricultural and 
Industrial markets. 
Today, as always, we are 





at work on the ideas 
which will open up new 
opportunities for your 
business tomorrow. 














LINCOLN ENGINEERING CO. 


5702-74 Natural Bridge Avenue 
St. Louis 20, Missouri 
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ABOUT OIL PEOPLE 


C. Colegrove, executive vice president 
of Allied Oil Co. elected first vice 





president; W. J. Loufman, president of 
Fleet-Wing Corp., elected second vice 
president, and W. E. Hunger, presi- 
dent and treasurer of Union Oil Co. 
of Ohio, elected secretary and treas- 
urer and also appointed a director of 
the organization. 





G,. L. Brennan 


H. E. Felt 


G. L. Brennan, manager of the LP- 
gas division for Warren Petroleum, 
has been named to succeed Howard E. 
Felt as vice president in charge of that 
division. Mr. Felt will retire March 1, 
after 25 years with the company. Two 
more Warren men will move up as a 
result of Mr. Felt’s retirement: Fred S. 
Schwend, assistant manager supplies, 
is being promoted to manager of the 
division; and K. T. White, who has 
been head of the division’s Houston 
office, will be division sales manager. 


. 

William J. 
Gerwe, manager 
of distributor 
marketing for So- 
cony Vacuum’s 
Chicago Division, 
has accepted the 
chairmanship of 
the Speakers Bu- 
reau for the Red 
Cross in Chicago. 
Mr. Gerwe has 
been vice-chair- 

man of the Oil Industry Information 
Committee and as chairman of the 
Committee’s Great Lakes District. His 
job for the Red Cross will be to head 
up nearly 100 speakers who tell groups 
in the Chicago area about Red Cross 
services, 





W. J. Gerwe 


Ralph B. Heuring, district sales 
manager for Deep Rock Oil Corp.’s 
western district at Des Moines, has 
been promoted to jobber sales man- 
ager with headquarters at Tulsa. Join- 
ing Deep Rock in 1924, Mr. Heuring 
had served in several marketing ca- 
pacities when the company dropped 
its direct marketing operations in fa- 
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vor of complete distribution through 
jobbers in 1951. At that time he was 
appointed sales manager of the west- 
ern district, heading jobber sales op- 
erations in the state of lowa and parts 
of Illinois, Nebraska, and South Da- 
kota. 

In his new job he will direct sales 
of all petroleum products to some 400 
Independent jobbers in 14 states. 

A. W. “Gus” Willisch, succeeds Mr. 
Heuring as Deep Rock’s district sales 
manager at Des Moines. He was for- 
merly sales representative in the Mil- 
waukee area. Mr. Willisch, another 
veteran employe of Deep Rock, start- 
ed with the company in 1924 in the 
company’s wholesale department in 
Chicago. After serving in several mar- 
keting capacities, he was named spe- 
cial sales representative out of Mil- 
waukee when the company switched 
to its Independent jobber setup. 

7 


W. H. Beim has been appointed to 
replace J. R. Taylor who resigned as a 
director and vice president of the W. 
H. Barber Co. on Dec. 31. The Barber 
Co., a Chicago organization, describes 
its Operation as—producers, manufac- 
turers, and marketers of petroleum 
and associated products. 


John Fred Williams, personnel di- 
rector of Ashland Oil & Refining Co., 
has been named a vice president of 
the company. He has been associated 
with the company since 1948, and has 
served as personnel director since 
1950. 


. 

James J. 
Nance, president 
of Packard Mo- 
tor Car Co., has 
been elected a 
member of the 
board of direc- 
tors of Standard 
Oil Co. (Ohio). 
As such he is the 
first board mem- 
ber in many years 
who is not an op- 
erating executive of Sohio. In recent 
years the directors have included only 
the chairman of the board, president, 
operating vice presidents and the gen- 
eral counsel. Mr. Nance is in his sec- 
ond year as president of Packard. 


Alfred C. Breuch, recently switched 
his Madison, Wis., jobbership to 
Skelly. He had previously represented 
another major oil company. 

Mr. Breuch’s jobbership, called the 
Pennsylvania Oil Co., will bring 12 
more dealers into the Skelly fold. 


J. J. Nance 


COMING MEETINGS 


FEBRUARY 


Missouri Petroleum Assn., Chase Hotel, St. 
Louis, Feb. 8-10. 








Western Petroleum Refiners Assn. siaienal 
att BR t, R + 'ex., 

Feb. 11-12. 

American Petroleum Institute, Lubrication 


Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 15-17. 


Iowa Indep dent Oil Jobb 





Assn., annual 

convention, Fort Des Moines Hotel, Des 
Moines, Iowa, Feb. 17-18. 

National Tank Truck b+ Palmer House, 
Chicago, Ill., Feb. 

Packaging Institute ( 7 tte ackaging com- 
mittee), Houston, Texas, Fi 23-24. 

Wisconsin Petroleum Assn., Hotel Schroeder, 
Milwaukee, Wis., Feb. 24-25. 


MARCH 
American Society for ~_e Materials, spring 
qates, ee reham Hotel, Washington, D.C.. 
ar. - 


Oil Industry TBA Group, Western Division. 
on —— © a pee Olympic Hotel, Seattle, 


Socy. of baa DD Engineers (national pas- 
senger car, body and materials meetings), 
Statler Hotel, Detroit, Mich., 2-4. 

Texas Oil Jobbers Assn., annual convention. 
Baker Hotel, Dallas, Tex., Mar. 8-10. 

Oil Industry Information Committee, Shamrock 
Hotel, Houston, Texas, March 8-10. 

Illinois Petroleum Marketers Assn., 32nd An- 
nual Convention, Product and Equipment 
Show, Sherman Hotel, Chicago, Illinois, 
March 16-17. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing “Obie tae. Desbler- 
Hilton Hotel, Columbus, March 16-18. 

Industries, 11th annual Pacific 

eat Convention, Multnomah 

Hotel, Portland, Ore., March 19-21. 

Western Petroleum Refiners Assn., annua) 
meeting, Plaza Hotel, San Antonio, Tex.. 
March 29-31. 


Oregon Hea‘ 
Coast Oil 


APRIL 

National Oil Jobbers Council, The Homestead, 
Hot Springs, Va., April 1-3. 

American Society of Lubrication Engineers, 
. reetaiaees Cincinnati, Ohio, April 
5-7. 


Assn. of Eastern Petroleum Credit Managers, 
annual meeting, Hotel Statler, Buffalo, 
N. Y., April 5-7. 

Oil Heat Institute of Washington, annual 
meeting, Chinook Hotel, Yakima, Wash., 
April 9-10. 


National Petroleum Assn., 5lst semi-annual 
meeting, Hotel Cleveland, Cleveland, Ohio, 
April 14-16. 

Fuel Oil Distributors Assn. of New Jersey, an- 
nual convention, Berkeley-Carteret Hotel. 
Asbury Park, N. J., Apr. 28-30. 


MAY 

Oil Industry TBA Group, midwest section, 
Sheraton Hotel, Chicago, Ill., May 3-4. 

American Petroleum institute, Lubrication 
Committee, Skytop Lodge, Skytop, Pa., May 


8-5. 

American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 

National Tank Truck Carriers, 6th annual con- 
vention, Netherlands-Plaza, Cincinnati, Ohio, 
May 6-8. 

Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 

a ag Petroleum Assn., spring conven- 
tion, Bedford Springs Hotel, Bedford, Penn., 
Ma 

amie % Petroleum Institute, Division of Re- 
fining, midyear meeting, Rice Hotel, Hous- 
ton, May 10-13 

Indiana Independent Petroleum Assn., French 
Lick Hotel. French Lick. Ind. May 12-13 

Assn. of American Battery Manufacturers, 
White Sulphur Springs, W. Va., May 13-156 

Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan- 
nah, Ga., May 13-15. 

Oil Heat Institute of America, Ben Franklin 
Hotel. Philadelphia, May 17. 

American Petroleum Institute, Division of 
Marketing, midyear posting, S Cosmopolitan 
Hotel, Denver, Colo.. May |! 

North Carolina Oil Jobbers Pang + spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23-28. 
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SOCONY-VACUUM OlL COMPANY, INC. SOCONY-VACDUM 
and Affiliates: 


MAGNOLIA PETROLEUM COMPANY + GENERAL PETROLEUM CORPORATION 


NEW YORK 4, N. Y.—26 Broadway * CHICAGO 5, Pa ey E. Van Buren Avenue *« KANSAS CITY 13, MISSOURI-— oa Grand Ave. « DETROIT %2 
St. * BALTIMORE 18, MARYLAND—1914 North Charles 8t. MILWAUKEE MICHIGAN—903 Wost Grand Bivd. « ST. LOUIS 8, MISSOURI—4140 Lindel) 
1, WISCONSIN—907 South First St. « CLEVELAND ts. OHIO—1422 Euclid Bivd. * DALLAS 1, TEXAS — Magnelie , -+- 24 Co., Magnolia Building 


Socor Vacuum maintair many other conveniently located service ffices t give ‘ lowe and ast cooperatior 
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First/Name in Hose Reels 
HANNAY 


HANNAY has a hose reel for every purpose, 
for every business or industry employing hose. 


~ A be 


In the petroleum and chemical industries, in 
aviation, and among the nation’s leading 
manufacturers of fire fighting equipment, the 
name HANNAY is synonymous with “best”. 


Stationary and mobile types, hand or motor 
operated. Also special reels for special jobs 
such as cable reels for portable X-ray and 
lighting installations. 


When good hose reels are needed, standard 


or special purpose, put your problems up 
to Hannay. 


New EXPLOSION-PROOF Model 


Developed to overcome dangers previously 
associated with electrical rewinds. Sealed, 
Underwriters-approved motor protected 
against fog, foam, water and fumes. Safe, 
controlled rewind speed. Acclaimed by users, 
“the safest, most efficient Hose Reel ever built!” 


"MANNA 


REG. U.S. PAT. OFF. 


HOSE REELS 





